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MAKES INVESTIGATION 
OF SALVAGE CORPS 


" The Eastern Union Looking Into Ex- 
pense of Operating These 
Organizations, 


| WHERE THEY ARE MAINTAINED. 


> One Estimate is That $100 a Cover is 
Saved in Property 
Loss. 


' With a view to learning the cost of 
' maintaining salvage corps in the vari- 

ous cities of the East, the Eastern Un- 

jon has called for data dealing with 

~ the general subject. Patrol service is 
ip operation in the cities of New York, 
Brooklyn, Albany, Buffalo, Boston, 
Philadelphia, Pittsburgh, Newark and 
Baltimore, each organization being di- 

- rected by the local underwriting body, 
and responsible to it alone. 

Company managers feel there should 
be some uniformity in the plan of 
operation followed in the different 
cities, and they also argue that the 
salaries paid should ‘be on a par, due 

' allowance, of course, being made for 
the extent of territory covered and the 
yarying hazards encountered. 

Under the practice now employed, 
gome of the salvage corps have been 
able to accumulate very substantial re- 

| serve and pension funds, in addition to 
| providing liberally for current ex- 
_ penses. 
' Such procedure may be _ perfectly 
| proper, and doubtless is, yet the execu- 
' tives of the companies paying the bills, 
have a justifiable curiosity to find out 
just how their money is being spent, 
' and what they are getting in return. 





THE PHILADELPHIA AGREEMENT. 


| “Perfectly Legal” Says Local Associa- 
: tion in Writing to the Compa- 
nies. 


Following the receipt of the new 
‘Philadelphia agreement some compa- 
Ries refused to sign not only because 
of the underwriters’ agency feature— 
the agreement provides that a company 

' Shall be represented by two agencies— 
but there was a thought in some quar- 
ters that the pact violated the Alle- 

_ Bheny Board decision. Assistant Sec- 

'fetary John H. Kenney, of the Phila- 

_-dephia association, declares that noth- 

q has ‘been done without legal ad- 

' vice and he has written to companies 

- the following letter: 

' “Numerous queries have been receiv- 

| ed in reference to a section of the 

’ Philadelphia agreement of May, 1914, 

indicating that it is not generally un- 


(Continued on page 12.) 
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STATE AND NATION 
TO BE REPRESENTED 


Metropolitan Life to Formally Dedicate 
Tuberculosis Sanatorium for 
Employes at Mt. McGregor. 


| AN ADVANCED STEP BY COMPANY. 


Great Social Service Work Extended 
Prominent Personages to Attend 
the Ceremonies. 
the 
and med- 
place on Satur 
Metropoll- 


An event of much interest 
insurance, general business 
ical world’s will take 
day of this week, when the 
tan Life Insurance Company will dedi 
the Tuberculosis Sanatorium for 
its employes at Mt. McGregor, N. Y.., 
which will be attended by 
representatives of the National Gov- 
ernment, the State, men prominent in 
medical and general business activi- 
ties, officials having supervision of the 


to 


cate 


services 


| business of insurance in various States, 


| liam Temple Emmett, 


and State and municipal health depart- 
ments, men of note among social and 
philanthropic organizations, in addition 
to the officials of the company. 

This institution was erected by the 
Metropolitan Life to treat and care for 
its employes who may have contracted 
tuberculosis, from both home office 
and field. The first patients were re 
ceived ai the Sanatorium in November, 
1913, and at the present time about 70 
patients are being cared for, this being 
the capacity of the wards whicn are 
completed, and additional wards are 
now under course of constructivn and 
will be completed during the summer 

Company a Leader. 

possessing all the ear marks 
estimable philanthrophic move, 
this departure clearly demonstrates 
the highly efficient management of a 
great company. The company which 
presented to the former superintendent 
of insurance of New York State, wil- 
an answer to 
which 


While 
of an 


State insurance; the company 


| evolved the free nurse system in vogue 


in the company at this time and known 
world wide; a company having em- 
braced the life extension idea of hav- 
ing its policyholders examined regular- 
ly to safeguard against preventable 
diseases, and after having done these 
things for the great army who have 
purchased insurance protection in the 
company, now turns its thoughts to the 
machinery which has made the com 


| pany possible. 


| the 


| for the highest commendation of 
| interested 
|} in this 


| tions 


| character as 


any institution looking 
of capable employes, 
holding intact a _ thoroughly 
harmonious working force, is not only 
in keeping with progressive sentiment. 
but is truly a forward movement in 
advance of ordinary business, calling 
men 
in the march of progress 
day and age. Men who are 
leaders in the Public Health and Wel- 
fare work, including heads of organiza- 
and societies and executives of 
bospitals, will join with a host of life 
insurance men in paying tribute to the 
Metropolitan Life in this extension of 


A move by 
to the longevity 


| its Social Service Department 


Had to Fight. 

movement of so high a 

this, the way of the 
For several years the 


Even in a 


pioneer is hard 
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Metropolitan Life fought the insur- 
ance department of New York State, 
and took the right of its contcntions 
through the courts, where they were 
sustained, with the result, that the 
institution is now a fact. 

Among those who will attend the 
dedicatory ceremonies are: 

Dr. John W. Trask, Assistaut Sur- 
geon General, United States Public 
Health Service, Washington, D. C.; Dr. 
Abraham Jacobi, if New York; Dr. Al- 
fred Meyer, of Mt. Sinai Hospital, New 
York; Dr. John H. Huddleston, of New 
York; Frank Hasbrouck, Super- 
intendent of Insurance of New York 
State; James J. Hoey, Deputy Com- 
missioner of Insurance of New York; 
Superintendent of Insurance Charles 
T. Nesbit of Washington, D. C.; Nelson 
B. Hadley, Chief Examiner, New York 
State Insurance Department; Commis- 
sioner T. M. Henry of Mississippi; J. 
M. Brenaman, Insurance Department 
of Virginia; William H. Hotchkiss, for- 
mer Superintendent of Insurance of 
New York; Thomas F. Behan, of the 
New York State Insurance Department; 
Representative Taylor of the 25th New 
York Congressional District; Alex- 
ander Wilson, Assistant Director of 
the Department of Health and Chari- 
ties, Philadelphia. Pa.; Bridge Commis- 
sioner F. J. H. Kracke, of New York; 
Cc. J. McCormack, President of the 
Borough of Richmond; Robert Lynn 
Cox, President and Manager of the 
Association of Life Insurance Presi- 
dents; Superintendent Albert H. Gar- 
vin, of the Ray Brook Sanatorium Dr. C. 
S. Caverley. of the Vermont Sana- 
torium at Rutland; physicians from 
numerous hospitals and sanatoria iu 
the eastern part of the United States 
and representatives of the National 
Civic Federation. 

Quite unusual and interesting is the 
following, taken from The Intelligencer 
published by the Metropolitan Life, 
which speaks volumes of the value to 
mankind of the institution to be dedi- 
cated on Saturday next: 

Confirmations at the Sanatorium. 

On Monday, the first of June, the 
Right Reverend Charles Sumner Burch, 
D.D., Suffragan Bishop of New York, 
acting for the Bishop of Albany, visit- 
ed the Sanatorium and confirmed three 
of the inmates. Vice-President Fiske 
and Dr. Coolidge, representing the 
Medical Department, accompanied the 
Bishop. There were between forty 
and fifty present in the Chapel during 
the service, which consisted of the 
Creed, several Collects and the Con- 
firmation office from the Book of Com- 
mon Prayer of the Episcopal Church. 
The congregational singing of the 
hymns, accompanied by the large 
church organ which has been installed 
in the Chapel, was very hearty. The 
Bishop delivered a beautiful address, 
.and then pronounced the Benediction. 
The congregation remained while the 
Bishop disrobed, and he then took his 
place with Father Dyer, the Chaplain, 
at the Chapel door, and met personally 


all of the congregation, giving each a 
hearty shake of the hand and a kindly 
word. The party then found time to 
make a round of the institution, visit- 
ing the wards and the infirmary, hav- 
ing a chat with the patients, and in- 
specting the various departments of the 
Sanatorium. 

The long journey of the Bishop, in 
the midst of many pressing engage- 
ments, and his gracious presence and 
beautiful sermon, were very highly 
appreciated by all the members of the 
Metropolitan family at the Sanatorium 
and by the home office people. There 
were quite a number of visitors pres- 
ent at the Sanatorium for the services. 
The patients are all happy and cheer- 
ful, and the Bishop remarked that 
there did not seem to be a sick person 
in the whole place. 








MANAGER TRIPP GIVES DINNER. 





Fidelity Mutual’s Central New York 
Agency Holds Good Meeting—Visi- 
tors from Home Office. 





C. R. Tripp, manager of the Central 
New York Agency, of the Fidelity Mu- 
tual Life gave the annual dinner for 
his agency force at the Ten Eyck 
Hotel, Albany, N. Y., Tuesday evening. 

There was a business session in the 
afternoon, which was addressed by 
the Superintendent of Agencies, Paul 
Alexander, his subject being “Advan-| 
tages of Representing the Fidelity.” | 

Frank H. Sykes, home office man-| 
ager of the Department of Publicity: 
and Supplies, gave a very interesting 
talk on the co-operation of his depart- 
Ment with the field force as regards | 
preparation of literature and general 
publicity. H. C. Bull, agency instruc- 
tor of the Albany Department, also ad-} 
dressed the agency force. Ten district 
agencies were represented at _ this 
meeting, including territories as far 
west as Utica and Rome. 

A number of the Company’s medical 
examiners were present at the dinner 
in the evening. The gathering proved 
a very helpful as well as enjoyable 
one. The agency force pledged an in- 
creased production for the next six 
months over the corresponding period | 
of 1913. 








President Great Republic Life. 
} 


Insurance Commissioner E. C. Cooper | 
of California, has resigned that posi-| 
tion to take effect July Ist, and will 
succeed General Adna R. Chaffee as | 
President of the Great Republic Life of} 
Los Angeles, California. 





HOME COMPANIES DO WELL. 

The Mid-Continent Life of Muskogee, 
Oklahoma wrote in its home State in| 
1913, $997,657 of business. The Okla-} 
homa National Life of Oklahoma City 
wrote $1,836500. Both companies are 
progressive and ably managed. 











CALL ON COMPTON 





The Service Route to Success 


By the Compton way, every client 
becomes a champion of your business 


COME IN AND TALK IT OVER—CALL TO-DAY 
WILLIAM N. COMPTON, General Agent 





E INSURANCE COM 
@F BOSTON MASSACHUSETTS 
220 BROADWAY 

PHONE 6030-6031 CORTLAND 


CALL ON COMPTON 


CALL ON COMPTON 
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The State Life Insurance Company 


INDIANAPOLIS 
Not The Oldest--Not The Largest--Just The Best 





ELEVEN MILLION DOLLARS 


Deposited With The State of indiana For The Sole Protection of 
Policyhelders 





Good Territory and Remunerative Contracts for Men Who Can 
«Do Things’”’ 


Address CHARLES F. COFFIN, Vice President 
1231 State Life Building 











GREAT SOUTHERN 


Life Insurance Company 
HOUSTON, TEXAS 
J. T. SCOTT, Treasurer 


OUR RECORD 


COMMENCED BUSINESS NOVEMBER 1, 1909 


INSURANCE IN FORCE 
(paid-for basis) 








GROSS ASSETS 


Dec. 31, 1909 $655,004.93 $992,000.00 
Dec. 31, 1910 1,057,016.02 5,352,260.00 
Dec. 31, 1911 1,128,912.85 10,057,028.00 
Dec. 31, 1912 1,306,689.41 14,859,856.00 


Dec. 31,1913 1,500,835.10 23,650,512.00 
FOR AGENCY CONTRACTS ADDRESS 


O. S. CARLTON, Vice-President - - HOUSTON, TEXAS 














ASSETS, JANUARY 1, 1914 
LIABILITIES 


SURPLUS AND DIVIDEND FUNDS 


NEW INSURANCE, 1913 PAID FOR 
INSURANCE IN FORCE (PAID FOR BASIS) 


Germania policies are plain business-like contracts framed to suit the needs and circumstances of the people and contain the most up-to-date features. 
The age, experience, strength and liberality of the Germania Life make it the Ideal Company for the capable agent. 


The Germania Life Insurance Company 


OF NEW YORK 


ESTABLISHED 1860 
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o Mdivewn tne hale hak 6o-ppe ee $ 6,518,185 
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For Direct Agency Contracts in desirable territory 


Address Home Office, 50 UNION SQUARE, NEW YORK CITY 
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NEW JERSEY LIFE MEN MEET 


IMPORTANT TOPICS DISCUSSSED. 








President Dryden and Secretary Hamil- 
ton of The Prudential Addressed 
thé Association. 





Public Education in Life Insurance, 
increasing lines of life insurance on 
business men, and the growing desire 
on the part of business men of New 
Jersey and other States to guarantee 
incomes to their families by taking the 
pulk of their insurance on the monthly 
income plan were some of the topics 
considered by the New Jersey Associa- 
tion of Life Underwriters at their 
monthly meeting, the last of this sea- 
son, on Monday, of this week at New- 
ark, N. J. 

Prudential Officers Were Hosts. 

Officers of The Prudential Insurance 
Company acted as hosts to the New 
Jersey Association and the meeting 
which is usually held in the Essex or 
down town clubs, Newark, was trans- 
ferred to the Prudential’s big assembly 
room on the tenth floor, The Prudential 
north building. President Theodore F. 
Keer called the meeting to order at 
noon and there were between 40 and 
50 members present including insur- 
ance men from Newark, Paterson, 
Passaic, Orange, Harrison, Elizabeth 
and other New Jersey cities. 

After the business meeting The Pru- 
dential entertained the association at 
luncheon. An address of welcome was 
made by President Forrest F. Dryden 
and the officers who helped to entertain 
the association were Secretary Geo. B. 
Speer, Supervisor Fred W. Tasney and 
managers of the Atlantic and Pacific 
divisions of ordinary agencies, Edward 
S. Andrews and Cyrus H. Lang, re- 
spectively. 

Welcomed by President Dryden. 

President Dryden in his welcome to 
the Association stated that The Pru- 
dential was out again this year to beat 
its own best record and the Company 
stood for absolutely honest methods in 
competition. Secretary Hamilton of 
The Prudential in a brief address de- 
clared that life insurance was only in 
its infancy, and that the general popu- 
lation was growing faster than the in- 
sured population in the United States 
and Canada. John C. Eisele, one of 
the Newark managers of the Equitable 
Life, spoke in favor of monthly income 
insurance and stated that he found the 
hard times in the financial and busi- 
hess world were causing business men 
to look to life insurance more than 
ever to protect their interests. J. Scott 
Anderson, Newark representative of 
the Union Central of Cincinnati ex- 
pressed the appreciation of the associa- 
tion for The Prudential’s hospitality, 
and Supervisor Fred W. Tasney of The 
Prudential stirred the Association in 
his call for new members and for in- 


creasing enthusiasm in the Associa- 
tion’s work. 
* Members Present. 

Among those present were the fol- 
lowing representatives of The Equit- 
table: W. H. Masterson, Geo. F. Powd- 
erly, John C. Eisele, S. Heyman, W. A. 
Dempsey, T. J. Bissell, Chas. S. Gil- 
lette, H. W. Maull, general agent, B. 
S. Cotos, R. M. Thomas. Representa- 
tives of The Metropolitan were: T. J. 
Keefe, H. W. Pitman, superintendent, 
H. Rosenberger, all of Newark and F. 
C. Bradley of Elizabeth. The Mutual 
Benefit was represented by S. S. Day, 
general agent, R. B. Cornish, general 
agent, J. M. Cramer, Oscar Sturgis, J. 
B. Robinson, J. E. Hall, all of Newark, 
and W. J. Hamilton, Jr., of Jersey City. 
The Massachusetts Mutual was repre- 
sented by Andrew W. Bray, The New 
York Life by Horace G. Lord, the Union 
Central by J. Scott Anderson, the Ger- 
mania by Henry R. Linderman, general 
agent, The Provident Life and Trust 
by W. H. Pierson and the Home Life 
by George H. Simonds, manager. 
Among the field representatives of The 
Prudential, members of the Associa- 
tion, who were present were Theodore 
fF. Keer and Edward Van Vliet, man- 
agers for New Jersey of the Ordinary 
Department of the Company; Super- 
intendents George Lee, W. H. Riker and 
Charles Boni of Newark, Special Ordi- 
nary Assistant Dennis Quinn, Newark, 
Supt. George D. Freston, Harrison; 
Supt. L. W. Fribee, Orange; Supt. M. 
H. Linnell, Paterson, Supt. J. R. Burt, 
Passaic; Supt. Samuel Denison, Eliza- 
beth and the following Prudential 
Ordinary Special Agents: J. Y. King, 
‘Newark; James Madden, Paterson; S. 
C. Oleott, Newark; C. C. Herrick, one 
of the oldest living members of the 
Association, Thomas Dolan, and J. 
N. Lohman. - 

The officers of the New Jersey Asso- 
ciation of Life Underwriters are presi- 
dent, Theodore F. Keer, The Pruden- 
tial; first vice-president, Clinton F. 
McCord, Penn Mutual; secretary, J. 
Elliott Hall, Mutual Benefit Life; treas- 
urer George H. Simonds, Home Life 
and the membership includes repre- 
sentatives of all the large life insur- 
ance companies, several new members 
being elected Monday. 





CAPITAL LIFE EXAMINED. 





Four States Look Into Affairs of 
Colorado Company As of May 
31, 1914. 





The States of Colorado, Idaho, Utah 
and Wyoming have completed their ex- 
amiration and made public the report 
of the Capital Life of Colorado. 

“The present examination included 
an audit of the books; an appraisal of 
all the securities held by the com- 
pany; a check of the annual statement 
of December 31, 1913, and the financial 
statement from January 1, 1914, to May 
31, 1914.” 


INCOME CERTIFICATE RULING 


FAVORS GEORGIA LIFE COMPANY. 








Supreme Court of Ga. Decides “Income 
Certificates” are a Liability Only 
at Liquidation. 





A happy termination of the suit insti- 
tuted by income certificate holders 
against the State Mutual Life of Rome, 
Georgia, is had in the decision of the 
Supreme Court of Georgia last week 
in the case of Lockridge vs. the State 
Mutual Life Insurance Company, a sum- 
mary of which follows: 

1. Under a proper construction of the 
certificates issued by this company, the 
holders are only entitled to receive a 
“dividend” of five per cent. per annum 
on the amount of each certificate pay- 
able semi-annually (unless more should 
be declared by the directors) some of 
them not being entitled to begin receiv- 
ing payment until 1915. 

2. Except as to the dividend from the 
expense fund, the holders of certifi- 
cates, under the terms of the contract, 
are not entitled to any payment of the 
amounts named in the certificates, re- 
spectively, except upon winding up of 
the company. Upon the happening of 
that event, after payment of all claims 
due policyholders, the holders of certi- 
ficates will receive a pro rata share of 
the assets of the company. (a) This 
agreement does not affect the rights of 
general agents of the company. (b) 
The amounts of the certificates are not 
payable on demand (except as to the 
dividends from the expense fund) but 
only upon winding up, and in the man- 
ner pointed out by the contract. (c) 
All claims of the holder of each certifi- 
cate are expressly made inferior to 
the claims of policyholders, as against 
the funds of the company. (d) The ex- 
pression “the claims of policyholders as 
against the funds of said company” is 
not limited to death claim and matured 
annuity claims, but includes also all 
claims which policyholders may be en- 
titled to make as such, according to 
the terms of their policies. (e) In as- 
certaining the amount which is to be 
provided for before holders of certifi- 
cates are entitled to share on a winding 
up, the surrender value of policies in 
accordance with their terms is to be 
considered. (f) This company is not a 
mutual aid, benefit, or industrial com- 
pany within the meaning of the civil 
code 2510, but a mutual company, and 
the status of the certificates here in- 
volved was not fixed by that section but 
by their own terms. 

3. If the certificates be treated as 
ambiguous, the evidence as to the sur- 
rounding circumstances tends to show 
that the language employed was not 
intended or understood as creating an 
absolute debt payable on demand. 

4. The certificates outstanding under 
their terms are not to be treatde as ab- 
solute debts of fixed amounts due on 
demand or at a future time and re- 


ducible to present valuation in deter- 
mining whether the company is insolv- 
ent or as furnishing a reason for wind- 
ing it up. 

5. Under the evidence there was no 
error in refusing to appoint a receiver 
for the assets of the company at the 
instance of holders of certificates. 





TO MAKE MERRY. 





Life Underwriters Association of New 
York City Plan Big Time 
June 30th. 





Departing from the routine usually 
followed in arranging for their meet- 
ing The Life Underwriters Association 
of New York city announce the follow- 
ing program for the June meeting 
which will be held on the 30th inst. 

“The membership has asked for an 
outing—something less serious than 
Roy McCardell’s picture of us. The 
Brooklyn members have offered the 
best suggestion and here it is. A 
dinner at the Crescent Athletic Club, 
Bay Ridge, Brooklyn. We can go 
down by boat having a delightful, cool 
sail; can have base ball and tennis be- 
fore dinner; can sit about the piazzas 
during the evening and return by boat. 
It will be a real joy on the last day 
of the last month of the season. 

Time.—Tuesday, June 30th. 

Place.—Crescent Athletic Club, Bay 
Ridge, Brooklyn( Foot of 85th street.) 

Attractions—A beautiful, cool boat 
ride down the bay. 


A delightful country club. 


Tennis for those who will bring their 
playing paraphernalia. We _ suggest 
that matches of doubles be arranged. 

Base-ball. A match between the 
home office teams of the Equitable 


and Mutual Life. 

Bowling-on-the-green for the sedate 
ones. 

Fizzes on the piazza for the hot 
ones. 

A good dinner for everyone. 

Routes.—A. The Crescent boat leav- 


es Battery Pier at 3:30, 4:30 and 5:30 
P. M. and lands at the club. Special 
boat will return, arriving at Battery 
Pier about 10:30 P. M. 

B. Fifth avenue, “L” to 65th street, 


transfer to Fort Hamilton car.—Club 
is at foot of 85th street. 

C. By automobile, Prospect Park, 
Fort Hamilton, Parkway, 79th street, 
Shore Road. 

Hour.—Base ball game called at 4.15. 

Dinner about 6:45. 

Price—Two dollars covers dinner and 
transportation on the boat. 

Tickets —We must know in advance 
the number to provide for. Therefore, 


admission will be by ticket purchased 
in advance only. Send your two dol- 
lars at once and get your friends to 
do the same. This is a life insurance 
outing. You can get non-member 


agents to come.” 











Insurance 


AMERICAN CENTRAL LIFE 


Company 


INDIANAPOLIS, INDIANA 
Established 1899 


All agency contracts direct with the company 
Address 


Herbert M. Woollen, President 
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JOHN HANCOCK EXAMINATION 


SOMPANY MAKES FINE SHOWING. 








Both Ordinary and Industrial Depart- 
ments Earning Surplus Distribu- 
tions to Policyholders. 





We are in receipt of a copy of re- 
port of Examiner Peabody of the 
Massachusetts. Insurance Department 
in connection with the examination of 
the John Hancock Mutual Life Insur- 
ance Company as of September 30th, 
1913, which clearly disagrees with the 
old adage “that a prophet is without 
honor in his own country.” The work 
on this examination was begun on Oc- 
tober 14th, 1913, and completed on 
March 26, 1914, being exhaustive in de- 
tail and most complimentary to the 
ability of the management of the com- 
pany. 

Company’s Remarkable Growth. 

The report says: “The Company has 
had a remarkable growth since the last 
examination in 1909. Its annual income 
has increased from twenty-two millions 
to over thirty millions, its assets from 
sixty-five to one hundred and five mil- 
lions, and insurance in force from five 
hundred and twenty-seven to seven 
hundred and twelve millions. It is 
thoroughly organized and honestly and 
efficiently administered.” 

Assets. 

In connection with the assets of the 
Company the report states: “The Com- 
pany owns no real estate other than 
its home office building in Boston. The 
total cost of the entire property $4,452,- 
094.70. In 1908 $300,000 was charged 
off for depreciation of the old build- 
ing. ‘The present book value of $4,- 
152,094.70, which is less than the as- 
sessed value and on which the income 
return is better than 3 per cent., has 
been allowed as a fair value for the 
purposes of this report.” 


Mortgage Loans. 


“At the time of this examination the 
Company held mortgages on real es- 
tate aggregating $46,576,960.20. Of this 
_ amount $9,860,186.51 was on city loans 
and the balance on farms. The aver- 
age rate of interest on city loans is 
4.95 per cent. and on farms 5.89 per 
cent. Of the city loans approximately 
$3,660,000 is in Boston and vicinity; 
$130,000 in Providence and Pawtucket, 
Rhode Island; $5,080,000 in Cleveland, 
Columbus and Toledo, Ohio; $150,000 
in Minneapolis and Duluth, Minnesota; 
$129,000 in Omaha, Nebraska; and 
$460,000 in Fort Worth and Dallas, 
Texas. The farm loans are distributed 
over nineteen States, with the largest 
amounts in Georgia, Illinois, Iowa, 
Kansas, Minnesota, Missouri, Nebraska, 
North Dakota, Oklahoma, South Da- 
kota and Texas. The Company has 
been remarkably successful in this 
field of investment. Its foreclosures 
have been few and its losses almost 
nothing for Many years.” 


Policy Loans. 


“All papers held by the Company in 
connection with loans on policies, ap- 
proximately 28,000 in number were ex- 
amined. Notes, assignments and poli- 
cies were compared. With one excep- 
tion the reserves in all cases tested 
were sufficient to cover the loans. Ac- 
crued and advance interest was calcu- 
lated by the Company and verified by 
the examiners.” 

Bonds. 

“All bonds owned by the Company 
were examined and counted in the se- 
curity vault in the Company’s building. 
Accrued interest was computed by the 
examiners and market values applied 
on the basis of quotations furnished by 
the Investors Agency, Incorporated. 
The Company owns no stocks.” 





Commenting on the Company’s lia- 

bilities Examiner Peabody says: 
Reserves. 

“The net reserve for all policies out- 
standing on September 30th, 1913, in 
the ordinary branch has been calcu- 
lated by the Actuary of the Massachu- 
setts Insurance Department on the ba- 
sis of mortality and interest required 
by law, and the reserve on all indus- 
trial policies on the Standard Industrial 
Table with three and one-half per cent. 
interest.” 

“The Company has recognized that 
the Actuaries’ and American Tables, on 
which it reserves for industrial policies 
has been heretofore calculated, did not 
provide a proper measure of its actual 
mortality on this class and for some 
time has been making preparations to 
set up a reserve on the basis of the 
Standard Industrial Table. Since the 
completion of this examination the Com- 
pany has filed its annual statement for 
1913 and in this statement the reserve 
for all industrial policies is calculated 
on the Standard Table. Thus a re- 
serve recognized as adequate is pro- 
vided and the surrender values auto- 
matically increased.” 


Death Claims. 

Speaking of the Company’s attitude 
with regard to death claims the report 
says: “Payments are promptly made 
and no bona fide claims are resisted. 
In the settling of some 3,000 death 
claims per month many opportunities 
arise in connection with signature or 
other data on proofs of loss, which 
might offer technical grounds for with- 
holding payment. It seems to be the 
practice of the Company to err, if at 
all, on the side of leniency toward the 
claimant and to promptly pay as soon 
as the claimant’s rights can be estab- 
lished beyond reasonable doubt.” 

Dividends to Policyholders. 

The examiner says with regard to this 
item: 

“All dividends due and unpaid and 
those apportioned for payment during 
the remainder of the year were drawn 
off from the dividend rolls as made up 
monthly by the Company’s Actuary. 
The Company’s calculation of the appor- 
tionment for deferred dividends was 
checked by the Actuary of the Insur- 
ance Department, who made a general 
investigation of the work of the Com- 
pany’s actuarial division. It has been 
the custom of the Company to vote in 
November or December the apportion- 
ment of dividends for the succeeding 
year. The appointment for ordinary 
policies for 1914 was voted prior 


to the date of this examination. 
For this reason it was assumed 
that a liability to the amount 


of the ordinary dividend for 1914 had 
been created and the same has, there- 
fore, been included as a liability in this 
report, although the effect is to charge 
fifteen months of dividend liability in 
a statement covering but nine months’ 
income, with its consequent reduction 
in surplus.” 

Earnings of Ordinary and Industrial 
Branches in Relation to Dividends 
and General Surplus. 

In this item Examiner Peabody dis- 
closes the consistent prosperity of the 
Company which highly commends its 
able management, when he says: “At 
the time of the last regular examination 
by the Insurance Department, Decem- 
ber 31st, 1909, a calculation was made 
of the income and disbursements of 
each branch since the organization of 
the Company. General disbursements 
not specifically applicable to either 
branch were pro rated on the basis of 
premium income. Earnings from in- 
vestments with profit or loss on same, 
were pro rated on the basis of reserves. 
The excess of income over disburse- 
ments of each branch was thus deter- 
mined. Pro rated on the same basis, 
the non-ledger assets were deducted 
from and the non-admitted assets added 
to the liabilities of each branch on De- 
cember 31st, 1909, and the result com- 
pared with the excess income of each 
branch, as shown by the first calcula- 
tion has been continued though 1912. 
The result shows that each branch is 





earning the dividends being paid to it 
and is also contributing to the general 
surplus of the Company.” 

“As has already been stated, the 
Company has now calculated its re- 
serve on industrial policies on the 
Standard Table, thus increasing sur- 
render values. The Company has also 
adopted a uniform scale of benefits so 
that on all industrial policies which be- 
come death claims in 1914, where the 
benefit is less than the scale in use 
on policies of current issue, there will 
be paid an additional sum to make the 
benefit correspond with the benefit in 
the current issues. This will increase 
the expected claim payments on this 
class in 1914 by an amount estimated 
at $600,000 and this sum has been set 
up as a liability in the 1913 statement 
already filed. In addition thereto, the 
dividends to industrial policies have 
been increased for 1914 from four week- 
ly premiums to five or an increase of 
25 per cent. The Company proposes 
to continue the equalization of benefits 
feature and to provide for the same in 
its reserves from year to year.” 

Officers. 

The officers of the John Hancock Mu- 
tual Life are: President, Roland O. 
Lamb; First Vice-President, Arnold A. 
Rand; Second Vice-President, Edwin B. 
Holmes; Third Vice-President and Sec- 
retary, Walton L. Crocker; Treasurer, 
Frank R. Robinson; Actuary, L. H. 
Howe. 





HOLD SUCCESSFUL MEETING. 





General Agents’ Association State Mu- 
tual Life of Worcester at 
Detroit. 





The General Agents’ Association of 
the State Mutual Life of Worcester, 
Massachusetts held its Eleventh An- 
nual Convention in Detroit, recently. 
Members of the Association from 
twenty-five States and officials from the 
home office were in attendance. 

Valuable papers were read at the 
meeting and thoroughly discussed on 
the floor. Officers for the ensuing year 
were elected, as follows: President, 
John J. Kelly, St. Louis; Vice-Presi- 
dent, E. H. Carmack, Chicago; Secre- 
tary-Treasurer, Charles B. Gantz, Balti- 
more; Member of Executive Commit- 
tee, Chas. K. Brust, Pittsburgh. 





Superintendents Honored. 

Vice-President Fiske of the Metro- 
politan Life recently attended dinners 
commemorating the thirty years’ ser- 
vice of Superintendent Holmes of the 
Germantown, Pa. District and the quar- 
ter century mark of service of Super- 
intendent Wade of Pottsville, Pa. The 
dinner to Mr. Holmes was served at 
the Adelphi Hotel in Philadelphia 
where the honored guest was presented 
with a massive loving cup by his fel- 
low superintendents. Other handsome 
gifts were also received from the depu- 
ties, the graduate superintendents of 
Mr. Holmes’ district and the agents. 
Both dinners were largely attended 
there being several members of the 
official staff of the Company in addi- 
tion to the Vice-President. Mr. Wade 
was also the recipient of a beautiful 
loving cup from his associates. 





NATIONAL ASSOCIATION MEETING. 

The annual convention of the Na- 
tional Association of Life Underwriters 
will be held in Cincinnati on September 
15, 16 and 17. A big attendance is 
expected. 








HOME LIFE 
INSURANCE COMPANY 


OF NEW YORK 


The fifty-fourth annual statement 
of the Home Life Insurance Com- 
pany, of which George E- Ide is 
president, appears in the Herald's 
advertising columns this morning. 
It shows substantial progress along 
conservative lines. Assets increased 
during the year to more than $29,- 
000,000, after paying to Policy- 
holders nearly $3,000,000, includ- 
ing $540,000 in dividends. The in- 
surance in force is more than $1 16,- 
000,000, being an increase during 
the year of nearly $5,750,000. 


New York Herald, January 22, 1914 


For Agency apply to 


GEORGE W. MURRAY, Supt. of Agts. 
256 Broadway, New York, N. Y. 








A Word to the Wise is 
Sufficient 
Grow Up With A Growing 
Company 


Insurance In Force 


Over $100,000,000.00 


Pittsburgh 
Life & Trust Company 


Home Office 
Pittsburgh, Pa. 


HOWARD S. SUTPHEN, 
Director of Agencies 


' 
W.C. BALDWIN, 
President 











You Wish To Be Paid Well 











for your efforts. Producers receive 
liberal compensation under the 


Direct Agency Contract 
OF THE MANHATTAN LIFE 





A top-notch renewal income as- 
sured for years to come. 

Several pieces of excellent terri- 
tory, with exclusive rights, open 
for men of character and ability. 


For particulars address 
THE MANHATTAN LIFE 
INSURANCE COMPANY 
66 BROADWAY NEW YORK 








W. D. Wyman, President 





Ambitious, Productive and Trustworthy Life Agents may be 
benefitted by corresponding with the 


Berkshire Life Insurance Company 
of Pittsfield, Mass. 
Inc. 1851 


New policies with modern provisions 
W. S. Weld, Supt. of Agencies 


Attractive literature 
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WHAT ABOUT THE RESERVE 


QUESTION CONFRONTS AGENTS. 








Terse and Satisfactory Answer for 
Applicant Found in the 
Appended Article. 





(Contributed.) 

A prospective applicant for a life 
insurance policy recently proposed 
several questions to an agent regarding 
the reserve. 

1.—What is the reserve? 

2.—Where does it come from? 

3.—What is it used for? 

4—Where is it kept? 

These questions may be answered in 
the following form. 

1.—The reserve is the fund (proper- 
ly called the insurance fund) from 
which all policies are paid. No policy 
is ever paid, in whole or in part, from 
any other source; nor can any part 
of the fund be legally applied to any 
other use than the payment of policy 
claims. 

2—The reserve is established from 
the net premiums paid by the policy- 
holder, plus the addition of 3 per cent. 
compound interest per annum. Com- 
panies on a 3% per cent. basis add 
3% per cent, to the fund, while 4 per 
cent. companies add 4 per cent. The 
reader understands that the life insur- 
ance premium consists of two parts— 
the net premium and the loading. The 
latter is for the payment of expenses 
and other contingencies that may arise, 
and so muca of it as is not used is 
refunded to the policyholder at the end 
of the policy year as a dividend. All 
net premiums collected are included in 
the reserve, and to the whole reserve 
interests, as explained above, is added 
each year. In all companies operating 
on a 3 per cent. reserve basis, with 
level net premiums, the latter, in the 
ease of corresponding policies, are ex- 
actly the same to the cent. So with 
companies putting up a 3% or 4 per 
cent reserve with level net premiums. 

A definition of level net premium 
seems necessary here. A level net pre- 
mium is one which remains the same 
throughout the premium paying period. 
In the case of preliminary term com- 
panies, the gross premium may be the 
same each vear, but the net premium 
the first year will be much smaller 
and the loading much larger than in 
subsequent years. 

3.—This question has already been 
answered in No. 1. 

4—Evidently the prospective appli- 
cant had the idea, very commonly held, 
that the life insurance company keeps 
the reserve, the expense fund, the sur- 
plus, and other funds in separate de- 
posits. As a matter of fact, all funds 
of the company—reserve, surplus, etc., 
are invested simply as the assets of 
the company. In the selection of se- 
curities, the first consideration is safety 
and the next consideration is the rate 
of interest. A general rule of business 
is that the higher the rate of interest 
the more uncertain is the security. 
The man, who can offer security that 
is beyond question, can usually obtain 
a loan at a lower rate of interest, than 
if the security is somewhat doubtful. 
The funds of the company as a whole 
are thus invested and it is impossible 
to say that such and such securities 
represent the reserve, and such other 
securities the surplus, or expense fund. 





HIGH COST OF DYING. 





Life Insurance With Its Manifold Bene- 
fits Cheaper To-Day Than 
Ever. 





Taking the opposite tact from the 
fellow giving the excuse for not buy- 
ing sufficient life insurance protection 
as the “The High Cost of Living” the 
Fidelity Fieldman wants to know 
about “The High Cost of Dying.” They 
say: 

We hear a good deal these days 
about the high cost of living, but if 
given our choice between living and 


dying, there wouldn’t be any seeking 
a lawyer’s advice, or going into con- 
ference; we would decide right quickly, 
and pay the cost, however high. 

“I can’t see my way clear to take 
insurance; it’s costing so much to live 
these days.” You’ve all heard that. It’s 
one of the barnyard variety of ex- 
cuses. But the prospect who makes 
this admission gets into the record the 
best sort of an argument why he should 
take the insurance. There isn’t any 
doubt about it, the cost of living has 
gone up, away up. And this man’s 
death will not bring it down. Common 
ordinary round steak, according to 
United States Department of Labor, 
costs to-day 101 per cent. more than 
it did fifteen years ago, pork chops 110 
per cent., smoked bacon 124 per cent., 
eggs 150 per cent. And these figures 
do not show any inclination to turn 
around and go backward, for the same 
authority tells us that during the past 
year the price of round steak increased 
13 per cent. 

The butcher, the ‘baker, groceryman, 
and all the rest of them, with business- 
like regularity, will send their monthly 
bills to this man’s widow, just as they 
now do to his wife, and all the items 
will be charged at current prices. The 
high cost of living may present its 
problems, but don’t let us lose sight of 
“The High Cost ‘of Dying.” 

And this is something that our pres- 
ent policyholders should be made to 


* appreciate. If our beefsteak figures are 


correct—and the Government tells us 
they are—then the $10,000 insurance 
protection taken out four or five years 
ago has now, let us be conservative 
and say, only from $7,000 to $8,000 of 
its original purchasing power. It will 
not provide as much ibeefsteak for the 
wife and children as the insurer in- 
tended that it should. 

From another angle it means this: 
If he figured that $10,000 would keep 
the family afloat for ten years, or until 
the children got through college and 
became self-sustaining, then his plans 
have been badly shattered; from seven 
to eight years, upon the present cost 
of living, is about all he could hope for. 

Here is a concrete argument that 
would justify a visit to every policy- 
holder on our list. And in showing 
them the necessity of a twenty to 
thirty per cent. increase in their in- 
surance in order to restore its original 
purchasing power, don’t fail to empha- 
size that while practically the entire 
list of life’s necessities have increased 
in cost, there is one shining exception 
and that is “Insurance Protection, 
Cheaper To-Day Than It Has Ever Been 
Before.” 





Cc. G. PACE GENERAL AGENT. 





Will ‘Handle Much of North Carolina 
for Pan-American Life of New 
Orleans. 





E. G. Simmons, vice-president and 
agency manager of the Pan-American 
Life Insurance Company, announces 
the appointment of C. G. Pace as gen- 
eral agent for North Carolina, having 
the larger part of that State under his 
direct control. Mr. Pace for the last 
ten years has been associated with his 
father in Louisville, Kentucky as gen- 
eral agents for the Manhattan Life In- 
surance Company of New York, and is 
regarded as one of the strongest life 
insurance men in the South. 





NEW JERSEY APPOINTMENTS. 


Aetna, Elmer Z. Halstead, Paterson; Charles 
. are, Swedesboro. 

Germania, Thomas *% Flynn, Newark. 
Georgia Casualty, ilip Auerbach, Camden; 
e A. H. Phillips Co., Atlantic City. 
Massachusetts Mutual, Victor L. Abbey, New 
ork, N. Y.; F. S. Groves, Jr., Riverton. 
Mutual Life, Hoserh E- Henry, Millville; 
Milton Welch, " 

New England Mutual, George H. Brooks, 


lyn; Charles H. Pearson, Baltimore; Walter 
, Passaic; Edgar H. Strakosch, Ossining, 

New York. 

Philadelphia Life, Charles A. Carroll, Cam- 








THE AVERAGE EARNINGS OF THE AGENTS 
OF THE 


Standard Life Insurance Company 
OF PITTSBURGH .. .. 
are higher this year than ever before. Our 


attractive Accident and Health Policies 
have helped them to make more money. 


Write for a LIFE, ACCIDENT AND HEALTH Contract to 
Mr. FRANK A. WESLEY 


Vice-President and Director of Agencies 








STATE MUTUAL ure insurance company 


JOHN W. MADDOX, President 
Rome, Georgia 
Offers to good producers some excellent territory in Georgia, Alabama, 
Arkansas and Florida, where the Company is well and favorably known 


and where your success will be measured by your work. 
interested, take 


fematier up with Ae B. UTTER, Agency Manager, ».%°2" 2ftice 








1850 1914 


THE UNITED STATES LIFE INSURANCE COMPANY 


IN THE CITY OF NEW YORK 
ISSUES GUARANTEED CONTRACTS 


Good men, whether experienced in life insurance or not, may make direct contracts with this 
Company, for a limited territory if desired, and secure for themselves, in addition to first year’s com- 
mission, a renewal interest insuring an income for the future. Address the Company at its Home 


Office, 277 Broadway. New York City. 
JOHN P. MUNN, M. D., President 
FINANCE (CLARENCE H. KELSEY, Pres. Tithe Guarantee and Trust Co 
COMMITTEE (WILLIAM H. PORTER, Banker EDWARD TOWNSEND, Pres. Importers and Traders Nat. Bank 














den; Barney Wolberg, Atlantic City. 


There is Always Room at the Top 














Come with us 
and it won’t be 
so hard to get 
on. 








Live ones win 
among 


IZZERS 


Write to 


J. L. BABLER 


Gen’! Manager Agencies 


International Life 


ST. LOUIS 
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POLICIES 


UNDER-AVERAGED RISKS WRITTEN 





ABOUT RATED UP 








Modern Method of Selection Secures 
Insurance for Thousands Here- 
tofore Rejected. 





Speaking of the practice of the New 
York Life in granting insurance to ap- 
plicants with physical impairment, 
Vice-President Thomas Buckner says: 

Time was when a man had to be a 
good risk to get life insurance. The 
companies were afraid—and properly. 
They hadn’t the experience. They 
couldn’t weigh men at their true insur- 
ance values. If men were physically 
off color they were banished to outer 
darkness and gloomed by the knowl- 
edge that they had been relegated to a 
place among the goats. In its efforts to 
give real life insurance service to the 
world and extend the blessing of pro- 
tection to the largest possible number 
of families and individuals, this Com- 
pany instituted many years ago the 
plan of insuring under-average risks. 
Thousands of men and women with im- 
pairments have thus been able—fortu- 
nately for them—to secure life insur- 
ance who otherwise would have been 
unable to get it. Such people have far 
greater need for life insurance than the 
average or normal risk. You'd natur- 
ally think that those to whom comes 
this knowledge of extra hazard in their 
own particular cases would hasten 
every time to take their policies. But 
the love of life in strong. They live in 
hope. They delude themeselves into 
thinking they are not as badly off as 
the company believes, that the com- 
pany is mistaken, not realizing that 
wide experience has enabled us to ac- 
curately forecast the outcome of specific 
hazards and impairments, and thus 
place a rating on the individual that he 
should regard, take note of, and treat 
with the greatest respect, and insure. 

An Example. 

Following is some information about 
impaired risks and claims recently paid. 
If gotten before those who may be 
resitating, these experiences should en- 
able you to make your clients view 
things in their proper light and take the 
insurance; they should help you place 
ycur rated-up cases; they should induce 
the wavering man or woman to sign 
right now while in fair health in order 
to get the lower and rated-up rate. 

In 1910, Mr. M., a bookkeeper and ac- 
ccuntant, applied through our agent at 
Philadelphia, for an Ordinary Life poli- 
cy. On account of certain impairments 
the company would only issue a 20- 
Year Endowment, rated up seventeen 
years. This policy Mr. M. was induced 
to accept. 

Policyholder Would Lapse. 

When the second premium was about 
due, in 1911, the policyholder called. 
He told the agent that he felt he was in 
much better physical condition than 
when the policy was issued and thought 
the company should give him a lower 
rate. He was re-examined. Although 
in better health, apparently, the com- 
pany felt unable to change the rating. 
After repeated efforts, he was prevailed 
cn to continue the policy. 

In 1912, he again called on our agent, 
having practically decided to surrender 
his policy unless the rate could be low- 
ered. Again the company went into the 
matter very fully and again the Medical 
Board could not see its way clear to 
change the rating. 

The policyholder was persistent. In 
1913 he took up the matter for a third 
time and the rating was reduced two 
years. Even then, Mr. M. was persuaded 
with great difficulty to continue his in- 
surance. He believed that he was grow- 
ing better each year; he felt that he 
was paying too much. By skilful argu- 
ment the agent induced his client to 
continue the policy; the company was 
in the business of selling insurance; 
it would not have rated the policy up 


had there not been ample reasons for 
doing so; if the insured improved in 
health he could easily give up his con- 
tract and take a new one, while, if the 
company was right the insured would 
be doing his family a grievous wrong to 
lapse the insurance. 
The Results. 

The agent finally persuaded his client 
to keep the policy in force. What hap- 
pened? On April 10, 1914, the policy- 
holder died of the same trouble for 
which the company had rated him, his 
widow received $5,000 insurance, plus 
the 1914 dividend, $62.75—and the com- 
pany had performed a wonderful, won- 
derful, wonderful service for its patron 
and his stricken family. Three things 
were demonstrated: (1) the accuracy 
of the company’s judgment, (2) the in- 
sured’s wisdom in taking and keeping 
his rated-up policy, (3) the great value 
in the community of a skilful life insur- 
ance man who can do the things for his 
clients that this agent did. Truly a 
good agent is worthy of his hire. The 
way to go at it is with the inspired 
thought in your own bosom that you are 
doing the man the greatest service in 
his career. That’s the basis, the only 
basis, and it can be done. 





THE INVESTMENT OF FUNDS. 





Reckless and Extravagant Administra- 
tion of Assets Will Result in Fail- 
ure, Says Comm. Taylor. 





Commissioner Taylor, of Tennessee, 
says in his annual report: 

The most important feature in 
connection with the successful 
conduct of the affairs and business 
of an insurance company is a judi- 
cious and honorable investment of 
its accumulations and assets. 

A careful, judicious and honor- 
able investment of its funds is ab- 
solutely essential to the permanent 
success of any insurance company. 
A reckless and extravagant admin- 
istration of its assets directly or in- 
directly for personal use by those 
having the investments in charge, 
will result in inevitable failure. 

The assets of all insurance com- 
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State Mutual Life Assurance Co, 





WORCESTER, MASSACHUSETTS 
INCORPORATED 1844 
BURTON H. WRIGHT, President 
.« PROGRESSIVELY SUCCESSFUL... 
January 1, 1914 
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THE COMPANY OF SUCCESSFUL AND CONTENTED AGENTS 
ONLY THE HIGHEST GRADE MEN ELIGIBLE 


EDGAR C. FOWLER, Superintendent of Agencies 








NATIONAL LIFE INSURANCE COMPANY 


The 64th statement shows strong gains in new and out- 
standing insurance, in income, in assets and in surplus, an in- 
interest rate of 5.10 per cent., a mortality experience of 
58.12 per cent. and increased dividends set aside for pay- 
ment to policyholders in 1914. Age, strength, mutuality, 
low net costs, the best policies and a scientific and equitable 
practice have made the National Life most attractive to the 
best agents—a solid business, securing permanent opportu- 
nity. 

Address EDWARD D. FIELD, Superintendent 

MONTPELIER, VERMONT. 











panies, and especially those of life 
companies, should be such as can | 
be readily converted into cash at | 
short notice without undue sacri- | 
fice. 
It is not intended by law, norisit | 
now desirable, that any company in- 
vest more than a moderate amount 
of its assets in real estate. There 
may be some excellent investments 
of this character, but real estate 
is never as salable as bonds. It is 
probably due to this idea that Sub- 
section 1 of Section 3 of Chapter 
458, Acts of 1907, regulating the in- 
vestment of funds of domestic life 
companies, which provides that do- 
mestic life insurance companies 
may hold only such real estate as | 
shall be requisite for convenient | 
accommodation in the transaction 
of its business, was_enacted. 
Mortgage loans of not more than 
fifty per cent. are more desirable as 
an investment than real estate, for 
the reason that they are nearly as_ | 
salable as bonds and are not subject 
to fluctuations in value. Stocks are 
not desirable from any viewpoint. 
While loans on collateral security 
are not desirable, they are, to some | 
extent, permissible where they do 
not represent too large a proportion 
of the total resources. They are not 
stable and permanent investments 
and are susceptible of manipulation 
by a designing and dishonest man- 
agement by withdrawal of collateral 
and substituting therefor other col- 
lateral of less value. Collateral loans 
are subject to successful juggling, 
while all changes in the investment 
of funds in bonds, or mortgage 
loans, must appear upon the books, 
which enables those in authority to 
keep in close touch with any 
changes that may be made. 





The Meridian Life Insurance Co. 


INDIANAPOLIS, IND. 


Insurance in force, Dec. 31st, 1913.......... $23,869,332.00 
PE io Sale wee aebanwe eons Conese cccccce Me 
Reserve ....... ievisuwewaneden cocccccces SAEED 
Surplus coeeeene cacGeebiewewnn ae4aar ; 453,249.23 
Death Losses ..... bose juiwtedulsyewiediowe 105,363.49 


The liberal up-to-date policies issued by this Company are clear and 
definite in their provisions and the reserve is in accordance with the Indiana 
Compulsory Deposit Law. 

We have open territory for high grade men in the States of West Vir- 
ginia, Illinois and Indiana. If interested in a liberal contract, write the 
Company. 








LIFE HEALTH 


GREAT OPPORTUNITIES 


For active insurance salesmen in Ohio, 
Michigan, West Virginia and Kentucky. 
NEW FEATURES IN OUR POLICIES MAKE THEM SELL. 


Write for information, mentioning this paper. 


THE CLEVELAND LIFE INSURANCE COMPANY 


WILLIAM H. HUNT, President 
CLEVELAND, OHIO 
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Warm Personal Interest 





WALTER LeMAR TALBOT, President 








That describes the happy relation existing between 
the Fidelity and its Field Men, and explains why 
both are forging ahead. Maybe you could reach a 
higher success in that atmosphere. 


Write to 


The Fidelity Mutual Life 


Insurance Company 
PHILADELPHIA, PA. 
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| PAN-AMERICAN AIDS HEALTH BOARD 


The Board of Health of New Orleans 
has had charge of an active conserva- 
tion movement in New Orleans during 
the past year, and in order to assist 


the officials in their work the Pan- 
American Life Insurance Company has 
supplied the board with 5,000 fly swat- 
ters with its compliments. 





The accompanying photograph shows 
these fly swatters just before they were 
distributed among the school children 
of New Orleans. 

The fly carries disease germs and his 
extermination has been decreed in many 
cities. The Pan-American Life has done 
the city a splendid service in this work. 





and I, to town and talked about the sad 
fate of the souls lost at sea on the 
“Empress of Ireland,” I said, “I trust 
that many of them had their loved ones 
cared for by life insurance in income 
form, so their women folks won’t have 
to be financiers as well as widows.” 
What would he have replied had he 
known the fate in store for him inside 
of 20 hours! It would have been too 
late, alas, for him then to run to cover 
even had he applied immediately, even 
had he accompanied me to the home 
office for a quick examination; the hand 
of death was at his heart that very 
moment! 
Widow’s Sad Awakening. 

My beloved friend lies there this 
morning stony and cold. An architect, 
and a fine and rising one, all that was 
in his business dies and is buried with 
him at the early age of 43. His tear- 
less widow is going about her house- 
work to-day, too stunned to cry, in an 
effort to keep her mind off the awful 
tragedy. She’ll wake up to-morrow, and, 
oh, the years of anguish and heartache 
that will be hers as she tries to raise 
those fa‘therless youngsters; it might 
have been alleviated in some small 
measure if he had been as good a busi 
hess man as he was skilled in his pro- 
fession. You men and women who write 
life insurance for a living—a word— 
you haven't a millionth of the excuses 
we salaried fellows have if you fail to 
make men do their duty! 





New Jersey Opportunity 





THE 


First Mutual 


Chartered in America 


New England 
Mutual Life 


Insurance Co. 
BOSTON, MASSACHUSETTS. 





Operates on a full 3 per cent. Re- 
serve under Massachusetts Law, 
and offers the best possible secu- 
rity, with a safe, equitable con- 
tract. 

FINANCIAL STATEMENT 


Assets, Jan. 1, 1914.$66,168,702.53 
Liabilities 61,182,456.00 


Surplus -.-$ 4,986,246.53 


ALFRED D. FOSTER, President 

D. F. APPEL, Vice-President 

J. A. BARBEY, Secretary 

WILLIAM F. DAVIS, Asst. Secretary 
FRANK T. PARTRIDGE, Asst. Secretary 
MORRIS P. CAPEN, Asst. Secretary 


EDWARD W. ALLEN, Manager 
220 Broadway, New York 
LATHROP E. BALDWIN, Manager, 
141 Broadway, New York 

CHAS. H. STRAUSS, Gen Agent 
200 Fifth Avenue, New York 














A Company with a record of 
over Fifty Years of satisfactory 
dealings with Policyholders and 
Field Men has a good opening for 
the right kind of « man in New 
Jersey. ‘“Whirlwinds” are not de- 
sired. 

Correspondence treated confiden- 
tially. 


Address “New Jersey” 
Care of The Eastern Underwriter 
105 William Street 
New York City. 





UNEXCELLED IN 
Favorable Mortality 
—AND— 

Economy of Management 
THE 


Provident Life 


AND Trust Company 
OF PHILADELPHIA 


Rates of Premium Extremely Low 
and still further reduced by 
Annual Dividends. 











PROTECT PROSPECT’S FAMILY 


RESPSONSIBILITY OF THE AGENT. 





To-Morrow May Disclose Want and 
Misery in the Wake of 
Death. 





In a recent issue of the Agent’s Bul- 
letin of the New York Life, Thomas 
A. Buckner, Vice-President, says to the 
field men of the Company: “You are 
a promoter and builder of estates. You 
should never lose sight of the fact that 
each individual case of failure in your 
personal work is very liable to result 
in financial loss and distress for the 
family of your prospect.” With that 
thought in mind he cited the following 
tragic story from real life which should 
stir every insurance producer to more 
strenuous and determined labor to ful- 
fill his high mission of insuring lives. 
The story is by Granville Howard and 
is headed, O the Tragedy of It! It 
doesn’t seem possible that his great 
heart has ceased to beat: 

One of the writer’s dearest and most 
admirable friends and neighbors in the 
little rural community in which we 
both lived—his garden almost touches 
mine—passed away—his heart just 
ceased to beat—the clock stopped—at 
three o’clock this (Wednesday) morn- 
iug.. Just as the birds were beginning 
to carol forth their morning songs of 





| 


life and love his white soul passed to 
its Maker. 


It was only yesterday that I walked | 
to the train with my dear friend, sat} 
with him on the trip to the city, ac- 
companied him to the elevated station 
where we separated, he to walk to his 
office, I to come on downtown. He was 
unusually full of quip and jest. He was 
planning for his beautiful garden, and 
what he would do for his pair of baby 
boys, one and three years old, in the 
years to come. He’d make them gard- 
eners and water and woodsmen. He’d 
teach them to love nature as he did, 
and the great outdoors. His fine archi- 
tect’s mind would train them to wield 
the chisel and the plane, as he could, 
and fashion rustic seats, as he had 
done, for mother to sit upon and sew 
and chat with the neighbors in the 
beautiful yard at the back of the. beau- 
tiful house. He’d teach them to grow 
the best peas and beans, and the finest 
corn and lettuce and garden stuff in all 
the countryside, as he could, and as 
their grandfather could before him. 

Only last evening my friend and his 
wife, while the kiddies slept, slipped 
across the street to a neighbor’s to take 
them flowers and talk over the trifles 
that interest us city workers who have 
little green spots out where the birds 
sing and the salt water laps the friendly 
shore. 

Only yesterday we rode together, he 


E. P. MELSON 
President 


JOHN G. HOYT 
Vice-President 


| MISSOURI 
|STATE LIFE 


Salable 
Policies 


Participating and Non-Participating 








Special Inducements for 
General Agency Contracts 


Home Office: ST. LOUIS, MO. 











Reliance 
Life Insurance Company 
of Pittsburgh 


Has the best General Agent 
Contract to offer YOU. 


Has All Forms of Policies to 
Offer the Insured—Particip- 
ating and Non-Participating. 
Annual Dividend. (Guaran- 
teed Premium Reduction. 

Has the Only Perfect Protec- 
tion Policy combining Life, 
Accident and Health Insur- 
ance at Minimum Cost. 














Assets over One Million. 


(average One Million a month). 
We want a capable 
| Important open territory. 











The Guarantee Life Insurance Co. 
HOUSTON, TEXAS 


insurance in force over Twenty Millions of dollars. 
Business received first eight months, 


general 


1913, over Eight Million) 
| 
agent for vacant office. 
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Live Hints For 








Business Getters 





His Income and 





Practical Suggestions to Help the Man With the Rate 


Book Increase 
General Efficiency. 





Under the caption “In- 
Income come For Life” William 
For N. Compton, New York 
Life city general agent of the 


John Hancock Mutual Life 
is distributing an attractive circular 
in connection with income insurance, 
in which he says: Let us tell you how 
to provide an income for life for your 
wife, your children, or, your own old 
age by means of a continuous monthly 
installment policy. Experience has 
taught that life insurance left to ben- 
eficiaries in a lump sum may not serve 
the purpose for which it is intended. 

Women particularly are exposed to 
investment temptations and often 
judge investments by the interest rate 
rather than the security. 

The most difficult business in the 
world is the placing of capital where 
the principal is secure and the inter- 
est adequate. Why put your wife or 
daughters in such a position? 

Your sons.can look out for them- 
selves but every protection and safe- 
guard should be thrown around the 
women of your family. 

A monthly income policy will take 
care of the future in every way for 
your loved ones—a check will be de- 
livered by the postman at the door 
every month for life—no expense con- 
nected with it of any kind—no attor- 
neys to consult—no banks to advise 
with—it simply takes the place of the 
income you now provide. You may 
have other incomes but this is abso- 
lute—it can not be dissipated—it can 
not be anticipated—it can not be dis- 
counted—it just comes and comes—and 
keeps on coming every month for life. 

Think of your own peace of mind 
with your family exposed to no risks 
for the future—your children educated 
—your wife comfortable—your mem- 
ory revered and honored. ’ 

You can do all this for yourself in 
your middle or old age. Why not now? 

* * - 


The practice of agents 

Finish starting something which 

The they do not finish is strik- 

Furrow ingly treated in ar item 

taken from the “Lifeman” 

published by the International Life of 
St. Louis. It says: 

Here is a singular and serious fault 
that you may be somewhat guilty of, 
without realizing it: 

Every now and then we are hearing 
of hustling agents who are great at 
nosing out good prospects, giving them 
hot starter talk—keeping this ur right 
along—yet not doing much business. 

Every now and then these agents 
write people for fairly good sums, but 
fail to finish many prospects to whom 
they have given a first or second talk. 

Under their great and continuous spell 
of getting new prospects on the string 
they forget a number of whom they 
have given a first or second talk. 

They keep awfully busy, think they 
are doing their best, and they honestly 
do not seem to know why they don’t 
roll up a bigger closed business week 
by week, or month by month. 

Two things account for the trouble: 

One is, those agents never stop and 
soberly think out the cause of their 
trouble. The other is lack of system. 

The prospect found to be worth talk- 
ing a second time is worth keeping 
strict book or card tab on. It shouldn’t 
take half a minute to jot down the 
date and condensed result of your call 
on a prospect. It shouldn’t take two 
seconds to look at it later. That book 
or card system of your calls should 
be very carefully looked over first thing 
every morning. You should do it as 
carefully and religiously as you count 
your money. You should no more fail 


to scrutinize those memos first thing 


every morning than you fail to eat 
your breakfast. We don’t care how 
good a memory you've got, don’t fail 
every morning to scrutinize your book 
or card system of keeping tab on pros- 
pects. And keep those memos up to 
date as strictly as you do eating your 
meals. The whole job of entering and 
reviewing them should not take fifteen 
minutes a day. Neglect this and de 
pend upon your memory and half or 
two-thirds of your work is a dead loss, 
totally unproductive. 
* * * 
Discussing the advisability 
Good of securing settlements 
Business with the application for a 
Policy policy of life insurance the 
Illinois Life Bulletin points 
out: The surest way of avoiding not 
taken policies is to secure a settlement 
with the application, and our records 
show that those men who follow that 
rule deliver and settle for every policy 
issued on their account. 

Too many men writing life insurance 
belittle themselves in the eyes of the 
prospect and lower their own self-re- 
spect because they haven’t the nerve 
to put the insurance transaction on 
such a high business plane that the 
applicant understands he has entered 
into a contract when he signs an ap- 
plication. 

Men who have a proper sense of the 
dignity of the life insurance profession 
rarely return a policy for cancelation, 
but the weaklings in the business and 
the men who let the applicant feel that 
in signing an application he is con- 
ferring a favor upon the agent, are 
not strong enough to deliver a policy 
if the insured merely whispers he has 
changed his mind about taking it. 

When a man makes application in 
good faith for a policy and then re- 
fuses to pay for it, it is the part of 
a manly agent to tell him in plain, 
understandable English just what he 
thinks of him as a business man. 

The man who refuses your policy 
can never be rewritten. He is a worse 
enemy to you and your company than 
a lapsed policyholder and you owe it 
to your own manhood that you tell 
him straight from the shoulder just 
what you think of him. 

Emphasizing the value 

Cheerfulness of Cheerfulness as 

Good part of the success- 
Business ful life underwriter, 
E. J. Hoffmeister in the 

Federal says: 

From a commercial point of view, 
cheerfulness is an asset fairly rank- 
ing with honesty and efficiency. St. 
Paul in his epistle to the Corinthians 
speaks of three abiding qualifications, 
“Faith, hope and charity, these three; 
but the greatest of these is charity.” 
In the admonition and reference to 
charity, he embodied the broad origi- 
nal meaning of the word not limited to 
the narrow present day conception of it. 

Charity, in his view, embraces all 
acts and deeds leading to the peace, 
comfort and pleasure of our fellow 
man. In this sense it is not difficult to 
measure the value of cheerfulness. 

Assuming, then, that cheerfulness is 
a virtue, it is apparent that its appli- 
cation in our every day life is not only 
desirable but demanded. There can be 
and there is no difference in its appli- 
cation to commercial affairs. 

Cheerfulness is not always evidence 
of success, comfort or accomplishment, 
but it cannot be successfully denied 
its practical use leads to such results. 

The merchant or clerk dealing with 
a customer quickly appreciates this. 
Business is pleasantly consummated 
and there is mental satisfaction. The 


lack of cheerfulness retards or hinders 
it. This being so, we should train our- 
selves to its constant use. Honesty, of 
course, is the first principle In com- 
mercial dealings, but add to this cheer- 
fulness and the result will never be 
doubtful. 

That this view is being recognized 
by corporations employing thousands 
of persons is evidenced by a letter re- 
cently issued by the president of a 
large railroad company advising his 
co-workers to avoid worry. He says: “Be 
content with your daily lot; satisfac- 
tion with one’s regular employment is 
a great aid to dispelling worry. Of 
the mental causes, worry is the worst. 
Learn to be a master of your moods.” 

Dispelling worry does not necessarily 
create cheerfulness, but is conducive 
to it. This is the ethical as well as 
theoretical view of the question. In the 
daily discharge of your duties you may 
often find it difficult to meet these re- 
quirements, but never impossible. 


MANAGER GANZ ENLARGES OFFICE 

Bernard Ganz, District Manager of 
the Williamsburg Agency of the Equti- 
table Life Assurance Society, has open- 
ed the extension to his office facilities 
in the Bank Building, 808 Broadway, 
by the addition of two large rooms 
which places at his disposal the whole 
a of the second story of this build- 
ng. 


‘directors 


READY TO START BUSINESs. 





Old Dominion Life of Norfolk Com. 
pletes Organization—Charies E. 
Sprague General Manager. 





The Old Dominion Life has now 
been incorporated and its officers and 
have been selected. The 
Company will have when completed a 
net capital of $300,000 and a net sur. 
Plus of $255,000. Of this amount 
nearly $400,000 has already been sub- 
scribed and it is expected to complete 
the sale of the stock by December 1 
1914 and commence writing insurance 
January 1, 1915. 

The Old Dominion will write only 
non-participating policies which will be 
strictly up-to-date, broad and liberal 
and contain every advantage possible 
to include in the policy with safety. 

The plans of the Company have all 
been approved by the Insurance Com- 
missioner of Virginia, and although 
the law of Virginia does not require 
it, it has been agreed that the entire 
net capital stock, consisting of $300,- 
000 shall be invested in bonds and 
mortgages and these securities de- 
posited with the State Insurance De. 
partment. 

The principal officers of the Com- 
pany are Berkley D. Adams, president; 
Chas. E. Sprague, first vice-president 
and general manager; L. E. Martin, sec- 
retary and W. J. Shepherd, treasurer. 











YOUR CARD 


Impregnable Strength 





as a representative of the ‘‘ Oldest Life Insurance Com- 
pany in America’’ will prove your best introduction 


The Mutual Life Insurance Company 
of New York 


Incomparable Dividends 
Maximum Benefits 


For Terms to Producing Agents, Address 


GEORGE T. DEXTER, 2d Vice-President 
34 NASSAU STREET, NEW YORK, N. Y. 


Minimum Net Cost 




















Don’t Delay 


Decide Today 





Philadelphia, Pa. 


To Me 


Manager of Agencies 





Coin Compelling Contracts 
Direct with Active Agents 


Philadelphia Life 
Insurance Company 


N. E. Cor. Broad and Sansom Streets 


Sign and Send the Coupon se- 


JACKSON MALONEY 


EE MN dtr oh Walk antes. bok oe oe bo aes ea kkk eee, 


Eastern Underwriter 
SETA, Side AS city Gre Ob als os a6 ale be Vokes <i veia Li 

















. w—_- 





~~ F ove: Oe SS ee 








June 18, 1914. 





THE EASTERN UNDERWRITER 















AGENTS BEST STOCK 





Company Official Advises Field Men to 
Take an Inventory of Them- 
selves. 





In the Feceral published by the 
Federal Life of Chicago, C. A. Atkin- 
son, vice-president and general counsel 
of th. Company, has the following to 
say in connection with “Self-Inven- 
torying”: 

The world “do” move. You are a 
part of the world; do you move? 

Have you ever taken an inventory of 
Self; not of your cattle, hogs, farm 
jmplements, household goods, but of 
Self? Have you ever inventoried your 
mentality—your disposition—tempera- 
ment —tact— zeal—energy—stick-to-it- 
iveness? 

If you have not it might be wisdom 
on your part to take a stroll some day 
soon, get by your lonesome and do so. 
When you make out this inventory be 
fair and square with yourself—no cheat- 
ing—no false valuations. You will 
probably find on the debit side of the 
account the largest item will be “mis- 
takes.” As you are a human being, of 
course you have made mistakes—some 
large—some small. No doubt you are 
still toting a large number of these 
mistakes or blunders. You are carry- 
ing them around as though they were 
valuable assets. Every day you take a 
look at them—become_ discouraged. 
They are burdens on your “gray mat- 
ter’-—on your energy—your cheerful- 
ness—your effectiveness—your success. 
Yet—you hold on to them. 

Instead of learning from your mis- 
takes and then burying them so deep 
they can never be resurrected, you 
cling to them allowing yourself to be 
cheated out of doing your best. Shakes 
peare says: 

“To mourn a mistake that is past and 
gone 

Is the next way to draw new mischief 

on.” 

On the debit side of the inventory 
is there doubt as to whether or not the 
policy contracts of your company are 
as fair and liberal as those of any other 
company? 

On the debit side is there some ques- 
tion in your mind as to whether or not 
your company treats its policyholders 
as fairly and equitably as other com- 
panies? 

If you have any such doubts, it is 
your duty at once to take steps for 
their elimination. No man should rep- 
resent a company who does not believe 
firmly in the fairness and liberality of 
its policies—-who does not have the ut- 
most faith in its dealing justly and 
equitably with its policyholders and 
their beneficiaries—in the efficiency 
and honesty of its management. 

Another grave mistake many 
is want of confidence in self. 

Grant said he was going “to fight it 
out on this line if it takes all summer.” 
He had no more doubt of ultimate suc- 
cess than he had of his existence. Have 
this same sort of belief in yourself—in 
your ability to win—in your getting 
the names on the “dotted lines.” 

By this confidence in self is not mean 

a dudish egotism—vanity—smart-alex- 
ism. There is meant a confidence based 
on the fact that you have some brains 
—some education—some energy—some 
tact—some knowledge of men and a 
fixed purpose to win out. 
_ Another large item on the debit side 
is “failure to work.” When taking this 
inventory, figure how many hours you 
have actually worked during the last 
thirty days. By this is not meant the 
time you think you were working but 
the hours you worked—really and truly. 
It is quite likely you will be surprised 
at the small number of hours you were 
engaged in actual work. 

Some men work hard enough but fail 
of success, Their work is haphazard 
—“catch-as-catch-can”—no system—en- 
ergy wasted—-working when and where 
failure must, result—neglecting to work 


times 





D0 YOU KNOW YOURSBLF? 


IN TRADE. 


when and where success must result. 

Hard, systematic, intelligent work be- | 
comes a source of pleasure because it 
brings profit and is the — of things 
worth while. 


Successful generals win battles by 
studying and planning before the battle 
begins. The campaign is carefully 
thought out before it is begun. The 
enemy’s stroig and weak points are 
diligently considered and how to meet 
the strong and take advantage of the 
weak spots. Some details may nave 
to be changed or modified as the cam- 
paign progresses, but ever there is the 
following of the intelligent, systematic 
and pre-determined plans. 

In the insurance field is the competi- 
tor to meet and overcome. The thought 
of how to do this and the doing it 
ought to stimulate all the mentality and 
stir the ambition. Then the objections 
and excuses of the prospect must be 
met and overcome. Here also ought to 
be found the revivifying of energies— 
the bringing into use the pre-determined 


plan of campaign—the grit that will not | 


admit failure—the tact that pierces the 
armor of opposition and the zeal that 
never grows tired. 

Franklin said: 

“Dost thou love Life? then do not 
squander Time, for that is the stuff Life 
is made of.” 

Often Time is squandered. 

When you bave completed the inven- 
tory, burn the rubbish—clear away the 
cobwebs—banish forever the mistakes 
of all the yesterdays—cast adrift all 
doubts—ceas® altogether the using of 
haphazard—sort o’Kerwhack—unsys- 
tematic—unintellient methods—get en- 
tirely away from merely thinking you 
are working when as a matter of fact 
you are not. When you have done this 
—really and actually—you will find that 
practically ali, if not all, of the debit 
side is wiped out, leaving many and 
valuable assets on the credit side. 

There are no birds in last year’s 
nests. 

Realize that life is to-day—not yester- 
day—that the building is for the future. 

Thus doing, what credits can you 
find? Brains—energy—zeal—system— 
tact—resourcefulness—bulldog tenacity 
—enthusiasm—fixedness of purpose— 
cheerfulness—courage—health—friends 
—confidence in self—in your company, 
in its policy contracts, in its manage- 
ment, in its fairness and justness in 
dealing with its policyholders and their 
beneficiaries—inspiration to do—will 
and ambition to achieve things worth 
while—realization that there is no 
nobler profession on earth than yours. 
Are you lacking in any of these credits? 
If so, get them. 

You can make each of these credits 
worth a hundred cents on the dollar. It 
is your fault if any of them are worth 
less. 

Rich—of course you are rich. in 
these credits you have the finest—most 
valuable assets on earth. They are the 
evidences of man’s nobility—of his high 
prerogatives—of his equipment for 
achievements. Possessed of these as- 
sets, with a proper utilization of them, 
an agent can go forth fully panoplied 
to meet and overcome difficulties—sur- 
mount obstacles—rout discouragements 
—make himself a potent factor in his 
territory—enable him to exert infiu- 
ences that will bring splendid victories. 

By the constant and intelligent use of 
these assets he can increase their 
power to an almost unlimited extent. 
By so using these assets he will not 
only produce satisfactory remuneration 
but will also have that deeper and 
higher gratification of having kept the 
“gaunt wolf” from the door of the 
widows and orphans—of having helped 
to save many boys and girls from lives 
of crime and degradation—of having 
helped them to become useful and 
honored citizens. 

The life insurance business itself is 
one of the greatest assets the field 
man has. Its history of good accom- 


plished—of tens of thousands of homes 
saved—of scores of thousands of lives 
occupying useful and honorable places 
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METROPOLITAN LIFE INSURANCE COMPANY 
HOME OFFICE BUILDING 


METROPOLITAN LIFE 


Insurance Company 


(Incorporated by the State of New York) 


(Stock an 
the People 
The Company > the People 
: For the People 


The Daily Average of the Company’s 
Business during 1913 was: 
549 per day in Number of Claims Paid. 
7,895 per day in Number of Policies 
Issued and Revived. 
$1,676,339 per day in New Insurance 
Issued and Revived. 


$286,288.02 per day in Payments to 
Policyholders and Addition to Re- 
serve. 

$164,025.94 per 
Assets. 


day in Increase of 


JOHN R. HEGEMAN, President 








Southern Life 


Capital and Surplus................ 


Insurance in Force. . tite 
Payments to Polic yholders since Organization.. 


GOooD TERRITORY | 


ORGANIZED 1871 


Life Insurance Company of Virginia 
RICHMOND, VIRGINIA 


OLDEST - LARGEST - STRONGEST 
Insurance 


Issues the most liberal forms of Policies from $1,000.00 to $50,000.00 
CONDITION ON DECEMBER 31, 


Assets 
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S560 enesccnseres $ 9,746,273.87 
8,113,997.41 
1.632,276.46 

oe ee cccesesesees 94,668,092.00 
14,138,137.61 


Is Paying its Policyholders nearly......... 


Company 


1913; 


‘ $1,250,000.00 annually 
FOR LIVE AGENTS 














| No long sermon 


is needed 


ness day. 








to prove the salability of our Policies. 


More than two million of them in 
force—hundreds more written every busi- 
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Ee INSURANCE COM 
MASSACHUSETTS 


OF BOSTON 





WILLIAM N. COMPTON 


General Agent 
Metropolitan District 
St. Paul Bldg., 220 Broadway 
NEW YORK, N. Y. 











in all the professions and various lines 
of industry and business, is a history 
the contemplation of which should 
quicken the pulse—inspire to harder 
work and a determination to achieve 
greater and larger things. 

No other profession or business has 
such a history—a history replete with 
magnificent accomplishments, wonder- 
ful moral and material triumphs. 

To be a part of such a profession— 
to be one taking part in making such 
history, is worthy the thought, the 
labor, the toil, the time, the ambition 
of any man. 

To-day is the seed time for to-mor- 
row’s harvest. If no seed is sown to- 
day there will be no harvest to-morrow. 

With confidence in yourself, in your 
company, in its management, in its poli- 
cies, you will be able to convince your 
prospect that he needs insurance. 

If you can not convince him he needs 
insurance you never will be able to 
write him. Waste no time in argu- 
ments that life insurance is a gohd 
thing. Everybody knows that. After 
you have convinced your prospect that 
he needs insurance, then it is up to 


you to convince him that your com- 
pany has the policy he needs. ‘his 
done, you have secured his application. 
Don’t talk a dozen different policies. 
If you do, you confuse your prospect. 
inform yourself as to the prospect's 
financial condition, how many in his 
family, their ages, his environments; 
then intelligently you can decide the 
kind of policy he ought to have and 
convince him you krow what you are 
talking about. 

Don’t scatter all over the life insur- 


ance field. In talking to a prospect 
concentrate on one or two forms of 
policies. Know these forms—all their 


terms and conditions. 

While there are scores of good com- 
panies yet for you there is but one 
company and that is the one you rep- 
resent. 

Know when to talk and when to keep 
your mouth shut. The latter, many 
times, is as important as the former— 
sometimes more so. 

Cultivate your policyholders. Do thig 
tactfully. They will be valuable assets 
for you—both for increased insurance 
and obtaining new prospects. 


10 





THE EASTERN UNDERWRITER 


June 18, 1944. 








THE EASTERN 
UNDERWRITER 


This newspaper is owned and is pub- 
lished every Thursday by The Eastern 
Underwriter Company, a New York 
corporation, office and vlcce of business 
105 William Street, New York City. 
B. F. Hadley, President; Clarence Az- 
man, Vice-President and Treasurer; G. 
A. Watson, Secretary. The address of 
the officers is the office of this news- 
paper. Telephone 2497 John. 

Subscription Price $8.00 a year. 
Single copies, 15 cents. 

Entered as second-class matter Jan- 
uary 4, 1907, at the Post Office at New 
York, N. Y.; under the act of Congress 
of March 8, 1879. 





REDUCING THE FIRE WASTE. 

Critics of the fire insurance com- 
panies who believe, or profess to be- 
_ lieve, that the only concern of the un- 
derwriters is to squeeze premiums 
from property-owners, and they have 
no interest in reducing the fire waste 
of the country, would promptly have 
their minds disabused of any such 
idea by a study of actual conditions. 

At the annual gathering of the Na- 
tional Board of Fire Underwriters in 
New York city last week it was re- 
ported that during the preceding year 
investigation had been made into the 
fire hazard of no less than 54 cities, 
and suggestions offered by the engin- 
eers in charge of the work for 
improving such shortcomings as were 
shcewn to exist. To continue the in- 
vestigation work for the new year, the 
underwriters appropriated $67,000. 
When the Southeastern Underwriters 
Ass’n held its convention a-few days 
later, it too decided to conduct a c.m- 
paign of education looking to a reduc- 
tion of the fire loss. Work of this 
character prosecuted at heavy expense 
emphatically refutes the statement 
that underwriters are unconcerned over 
losses, or that they fail to do whatever 
lies in their power to save the waste. 

The fault lies with the general pub- 
lic, which continues apathetic year 
after year, while property to the value 
of over $200,000,000 goes up in smoke. 





THE MASSACHUSETTS REPORT. 
As was to be expected the annual re- 
port of Frank H. Hardison, Insurance 
Commissioner of Massachusetts is one 
of the best’ and most interesting that 
has come from the insurance depart- 
ments. In discussing Massachusetts re- 
insurance Mr. Hardison does not think 
that legislation in that State will de- 
prive Massachusetts risks of coverage. 
Like Mr. Emmet, Mr. Hardison be- 
lieves that the time is coming wheri re- 
insurance companies will be given wid- 
er latitude. He thinks that a reinsur- 
ance company can be given broader 
pewers without hazard to the public. 
In this connection, he says, however: 
The important question is, there- 
fore, are we in this country ready 
to adopt the continental policy of 
allowing insurance companies to 
write all lines of insurance? If this 
were done it is not to be’ expected 
that our conservative old life insur- 
ance companies, for instance, 


would at once rush into new fields 





and thus cause anxiety to their 
policyholders, but nevertheless 
there would be a constant pressure 
which in time would effect many 
changes. It comes from many 
sources, one of which is the agents. 
No new idea can be adopted by any 
company that the agents of other 
companies do not urge, and often 
with great insistence, their own 
companies to adopt it when it af- 
fords them any argument for in- 
creasing their business or their 
income. 

The situation is one that will 
have to be met in the near future, 
for there is an aggressiveness back 
of the proposition which will press 
the issue and win if the conserva- 
tive elements in the insurance field 
make no move in opposition. The’ 
change is not necessarily danger- 
ous because it is a change, but it 
should not be adopted until it has 
most careful consideration in order 
to determine beforehand, if pos- 
sible, whether it will operate as 
well in this country as in older 
ones, where business is conducted 
on a less high-pressure basis than 
by some corporations here. 
Regarding the important question of 

fire insurance rating he favors uniform 
classification, and he also says that 
rate-making by States is lawful. 





COMPENSATION LITERATURE 

No subject that has come up in the 
insurance business in years has at- 
tracted the attention of writers so 
much as has compensation. Men who 
have difficulty in dictating a page letter 
can reel off 2,000 words about com- 
pensation without mental disturbance 
of any kind. Every broker who has 
delivered a lecture on the subject—and 
who has not—has incorporated his 
views of the operation of the act in 
a pamphlet. The companies have 
issued booklets; so have many agents. 
Several dozen lawyers -have given 
their interpretation of the law. It is 
figured that at least a million words 
have been written to date on the sub- 
ject of the new Workmen’s Compensa- 
tion Act in New York State, and, yet, 
most insurance men tell you that they 
know precious little about the law. 





BACK IN KENTUCKY. 





Companies to Resume Writing—State 
Officials Make Concessions—Basis 
of Agreement. 





Under the pledge of the Kentucky 
officials that pending a test of the con- 
stitutionality of the Zorn law as re- 
cently amended, the statutes would not 
be enforced, managing fire underwriters 
at a meeting held in New York city 
on Tuesday agreed to resume business 
in the State at once, a number wiring 
their Kentucky agents of the decision 
soon after the gathering adjourned. 

It is understood that the State will 
permit the preparation by the Kentucky 
Actuarial ‘Bureau of a schedule for 
rating country stores, and also for ra- 
ting wholesale tobacco warehouses, of 
which there are 85 or 95 within the 
State. 

This settlement of a long-standing 
dispute between the underwriters and 
the Kentucky public officials is a sub- 
ject for sincere congratulation by all 
parties concerned, and the committee 
of insurance men most active in bring- 
ing it about is entitled to warm com- 





DAVIS WINS $8,805 SUIT. 

The J. E. Davis Manufacturing Co., 
makers of piano cases, Cortland, N. Y., 
won the suit for $8,805 brought against 
the Firemen’s Fund, one of the thirty- 
six actions against fire insurance com- 
panies growing out of a fire which 
destroyed its plant. 











The Human Side of Insurance 








HART DARLINGTON. 





Hart Darlington is now assistant 
manager of the Phoenix of London at 
its New York office, his advancement 
to the post having been announced by 
L. P. Bayard and P. Beresford, joint 
United States managers of the Com- 
pany, several days ago. Mr. Darling- 
ton’s rise in the fire insurance business 
has been rapid and substantial, and 
evidences the fact that abundant rec- 
ognition will be given the man who 
“makes good.” And Mr. Darlington has 
“made good” whether in the office or 
field. He was recently New York 
State agent for the Phoenix prior to 
which he was an officer of the Spring 
Garden Fire. Special agents will be 
especially pleased at the latest good 
fortune attained by one of the most 
popular of their number. 

* . . 

Benjamin Sturges, manager of the 
metropolitan department of the Fidelity 
and Casualty Company at No. 92 Wil- 
liam street, has had an experience of 
a more general nature than comes to 
most insurance men. After graduating 
from public schools and the Eastman 
College at Poughkeepsie he went with 
the old Bowery Fire Insurance Com- 
pany. Later, he joined his father in 
the real estate and insurance business, 
and in 1889 branched out for himself 
in the same line, opening an office in 
Brooklyn. In 1894 he returned to the 
insurance business, going with the 
Fidelity and Casualty Company in the 
claim department, where for nine years 
he investigated and adjusted claims 
throughout the United States. In 1903 
he was made assistant superintendent 
of the steam boiler department, then 
controlling the general liability and 
elevator lines, which on the death of 
Superintendent Finch were assigned 
to the liability department. 

Mr. Sturgis remained in the liability 
department until June, 1913, when the 
Company opened its metropolitan office 
at 92 William street, and he was ap- 
pointed manager. . 

a * * 

Claude A, Vaden, manager for The 
Prudential for West Virginia, with 
headquarters at Wheeling, was mar- 
ried Monday, the bride being Miss 
Henrietta Harper, daughter of Mr. and 
Mrs. Samuel Harper. The bride is one 
of Wheeling’s social favorites and Mr. 
Vaden is not only one of the leading 
spirits of the West Virginia Life Un- 
derwriters Association but is promi- 
nent in Wheeling civic affairs. 
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De Lancy Stow, agent of the Hartford 
at Clyde, Wayne County; ‘N. Y., prob- 
ably occupies the oldest insurance build- 
ing in the United States. It was first 











eccupied by his father, William S. Stow 
who opened a law office at Cherry 
Valley, N: Y., in 1818, and, in 1895 
moved to Clyde, at which time this 
Historic structure was erected as a 
dwelling, law and insurance office. One 
of the treasures of the office is a policy 
issued in 1827 on a small store in 
Marengo in the Farmers Fire Insurance 
and Loan Company. De Lancy Stow en. 
tered his father’s office in 1861, and was 
commissioned agent by the La Fayette 
of Brooklyn, and the Market, of New 
York, both companies being put out of 
business by the Chicago fire. In 187] 
Mr. Stow got the Hartford’s commis. 
sion. In its current issue, the Hartford 
“Agent” prints a picture of Mr. Stow’s 
business office, built, as before stated 
in 1825. d 
*- * * 

Joseph McCord, vice-president of the 
Hanover Fire and president of the gu. 
burban Fire Insurance Exchange of th,s 
city, has long been familiar with gy- 
burban conditions. He now proposes 
studying them at closer range. Having 
disposed of his home in Brooklyn, Mr. 
McCord purchased an attractive prop- 
erty at Sound Beach, Conn., a short 
time ago and each evening travels 
thither laden down with seed cata- 
logues, garden implements and selected 
breeds of young chickens. He dis- 
courses eloquently upon crop rotation, 
soil enrichment and kindred topics so 
dear to the heart of the “scientific agri- 
culturist.”. When the Suburban Ex- 
change next meets Mr. McCord will pre- 
side with a vigor and technical knowl- 
edge not heretofore possible. 

*~ ” 7 


William Blair, a field man who left 
the London & Lancashire after a ser- 
vice of many years, and went to Aus- 
tralia, was on William street a few 
days ago, shaking hands with old ac- 
quaintances. He came to this country 
from England and has had fire insur- 
ance experience in many parts of the 
world. 

* * a 

Sir Gerald Ryan, general manager 
of the Phoenix Assurance Company, 
sailed for England on Tuesday of this 
week on the Caronia from Boston. 


Albert W. Atwood, editor of the 
insurance departments of McClure’s 
Magazine and Harper’s Weekly, and 
also a contributor to the Review of 
Reviews, is one of the ablest writers 
on financial topics in New York. An 
Amherst man he got his first daily 
newspaper training on the New York 
Sun. Later, he became financial edi- 
tor of the New York Press, where he 
remained for six years. 

* - * 


W. B. Campbell, founder of the Office 
and Field, published in Toronto, Can- 
ada, died recently at the age of sixty. 
He was a native Canadian, and began 
journalistic work on the old Budget in 
the eighties. 

In 1905 he founded the Office and 
Field. He built up a clean publication, 
and did good service for life insurance 
interests. 


* * . 
C. Britt, director of the Vaterlan- 
dusche (Fatherland) Fire of Eelber- 


field, Germany, and manager of Engels 
of the Belgian Lloyds, reached New 
York on the Vaterland Saturday. It 
is understod they plan to transact a 
direct fire and marine business in this 
county. 





James R. Young, Insurance Commis- 
sioner of North Carolina, has written 
a letter to mayors of cities in that State 
saying that he is considering the ad- 
visability of employing an expert fire 
man for the purpose of visiting the 
different cities and towns in North Ca- 
rolina to advise with city officials and 
give information to the firemen 
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WIND UP SYRACUSE ASSN 


LOCAL ORGANIZATION HELPLESS. 








State Board Usurped Its Functions— 
Reason Given for Collapse of 
Organization. 





Agents who attended the recent 
meeting of the New York State Local 
Fire Agents Association will be sur- 
prised to learn that the Fire Underwrit- 
er Association of Syracuse at a formal 
meeting has decided to dissolve and 
pass out of existence. It was organized 
three decades ago. Frederick V. Burns 
was president; A. T. Armstrong was 
vice-president and chairman of the ex- 
ecutive committee; Lewis F. Lizghton 
was treasurer; and Glenn H. Johnson 
was secretary. 

Mr. Johnson was formerly the presi- 
dent of the New York State Local 
Agents’ Association. Mr. Armstrong 
is president of the New York State Lia- 
bility Agents Association. 

Reasons Given. 

A Syracuse daily paper gives the fol- 
lowing reasons for the collapse of the 
Syracuse association: 

The explanation of this action, as 
given by Frederick V. Burns, formerly 
president, last evening, was that the 
association had been originally formed 
as a rating-making body but that its 
function had ceased as a result of new 
methods of rating established by the 
State Insurance Department and the 
companies. . 

In other quarters it was stated that 
an underlying cause of the dissolution 
was a feeling among members that co- 
operation between the association and 
the Underwriters Association of the 
State, which makes rates, was lacking. 

It is probable that a new organiza- 
tion of local fire insurance agents, 
modeled on different lines than that 
which went into dissolution yesterday, 
will be formed in the near future. In 
the meantime the members will con- 
tinue, as individuals, to be affiliated 
with the New York State Association 
of Local Fire Insurance Agents. 

The Fire Underwriters Association 
of Syracuse had a membership repre- 
senting thirty-one agencies here. 

May Form New Organization. 

At the recent meeting of the New 
York State Local Fire Insurance 
Agents Association, held in Rochester, 
Syracuse men took an active part. 
Most of this meeting was devoted to a 
discussion of rates and there was con- 
siderable dissatisfaction expressed 
with the new dwelling schedule of the 
Underwriters Association of New York 
State and the manner in which this 
schedule was promulgated. 


CONDITIONS IN EMPIRE STATE. 





Company Managers Review General 
Situation With Field 
Men. 





Conditions affected by recent legisla- 
tion, were reviewed at a conference in 
this city on Tuesday, called by the New 
York State Committee of the Eastern 
Union, and attended by the full mem- 
bership of that committee, the Dwell- 
ing Schedule Committee of the Under- 
writers Association of New York State, 
the conference committee of the same 
body and by Willis O. Robb, manager 
New York Fire Insurance Exchange; 
Henry E. Hess, manager Suburban F.re 
Insurance Exchange; Ralph G. Goddard, 
secretary Underwriters Association of 
New York State, and E. H. Sig‘son, 
secretary of the Buffalo Board. 

The company Officials present were 
Assistant Manager Day of the Royal, 
chairman of the Eastern Union com- 
mittee, who also served as chairman of 
the gathering; F. W. Jenness, of the 
Rochester German; Howard P. Moore, 
of the Home; George W. Howe, Niag- 
ara; James Wyper, of the Hartford. 

Discussion centered largely about the 
application of the recent dwelling house 
schedule, and the question arising 
therefrom. The situation generally was 
gone over, the home office men learning 
much from the special agentS and bu- 
reau managers concerning present con- 
ditions. 





DISCOURAGED AT PITTSBURGH. 





Agents Abandon Effort to Form Com- 
pany Board—wWill Recast Present 
Agreement. 





Discouraged with the meager resul‘s 
that had attended their efforts to form 
a new governing agreement for Alle- 
gheny County, the cardinal plank in 
which was company membership, the 
Pittsburgh agents having the matter in 
charge adopted the subjoined resolu- 
tion which they will recommend for 
passage by the Allegheny County (Pa.) 
Board to-day (Thursday). The resolu- 
tion reads: 


“That the Reorganization Committee 
report back to the Allegheny County 
Board that in view of the fact that after 
all possible efforts on the part of the 
committee, it seems to be an impossi- 
bility to secure the requisite number 
of companies to sign the new agree- 
ment. The committee would respect- 
fully recommend that the plan for re- 
organization on a company basis sub- 
mitted in December, 1913, be aban- 
doned, the committee discharged, and 
the companies so notified.” 





The annual meeting of the Western 
Union will be held at the Hotel Tray- 
more in Atlantic City. 
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OHIO FARMERS MEETING. 





F. H. Hawley, Lee Elliott, Ray Char- 
tier and Others to Speak at 
Delavan Lake. 





The first annual meeting of the Ohio 
Farmers Insurance Company will be 
held at Delavan Lake, Wis., on Thurs- 
day and Friday June 25-26. One of the 
enjoyable features will be a “get-ac- 
quainted dinner,” at which instrumen- 
tal music and songs will be sand- 
wiched between addresses. The wel- 
coming speech will be delivered by F. 
H. Hawley, president of the Company. 
Ray Chartier, president of the local 
agents’ association, will deliver the re- 
sponse. Lee Elliott, general counsel, 
will talk on the company. George W. 
Nance, president of the Ohio Farmers 
Local Agents’ Association, will discuss 
“The Agents and the Company.” Theo- 
dore Herfurth, of ‘Madison, Wis., will 
deliver an address. 


UNIFORMITY MEETING. 
Under the direction of F. W. Jenness, 
chairman, the committee on uniform 


rules, clauses, forms and practices ap- 
pointed by The Eastern Union to re- 
port upon the above subject for the 


citire territory from Atlantic Seaboard 
to Rocky Mountains held Its first gath- 
ering in New York city yesterday since 
tne completion of its report. 


LOW TRANSIT RATE. 

It is reported that the new rate on 
the Philadelphia Rapid Transit Sched- 
ule is regarded by some companies as 
so low that they are refusing to write 
the line. The old rate was 35 cents a 
year. The new rate is 75 cents for 
three years. 





The outing of the Hartford Fire Club 
on Saturday was a great success. 
Athletic games were a feature of the 
program. 











FRED. S. JAMES 





“Two of the Oldest and Strongest Fire Insurance Companies of France” 


GENERAL FIRE ASSURANCE COMPANY 


OF PARIS, FRANCE 
ESTABLISHED 1819 


URBAINE FIRE INSURANCE COMPANY 


OF PARIS, FRANCE 
ESTABLISHED 1838 


Agencies Desired in the Principal Cities and Towns 


FRED. S. JAMES & CO. 


UNITED STATES MANAGERS 
No. 123 WILLIAM STREET 


NEW YORK CITY 





GEO. W. BLOSSOM 
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CAN ASSURED: COLLECT 
$14,000 ON $4,300 LOSS? 


Case Raises Question of Insurability of 
Buildings in Valued Policy 
States. 





VIOLATIONS OF BUILDING LAW. 





Who Should Pay for Debris, Company 
or Insured, Also Being Agitated. 





Recent experiences of companies has 
raised the question whether or not 
buildings which do not conform to muni- 
cipal ordinance requirements are insur- 
able, especially under the valued policy 
law. In New Orleans at the present 
time an insured, whose loss is appraised 
at $4,300, and who carries insurance of 
$14,000, is demanding the full payment 
of $14,000 because his building is in the 
fire zone, and he cannot reconstruct 
it except with a heavy loss over the 
$4,300 insurance money which the com- 
panies are willing to pay. 

During the past week general ad- 
justers in New York city have been 
conferring over the following question: 
New York, Massachusetts and Louisi- 

ana Decisions. 

If a building of a certain construc- 
tion located within the fire limits 
were destroyed or damaged—the 
building not being of ordinance 
construction—would the company 
be liable for such betterments which 
might be imposed by the building 
ordinance? 

The answer to the question differs in 
various States. Under the New York 
standard form in no event is the com- 
pany liable for betterments to comply 
with the ordinance. In the case of 
McCready vs. the Hartford Fire it was 
held that the company is not liable for 
the fire loss as the standard policy lim- 
its the loss to “not exceeding the cost 
of repairing or replacing with like kind 
and quality.” 

In the case of New Orleans Real 
Estate Mortgage and Security Company 
versus the insurance companies it was 
held that the statute in revalued policy 
superseded the New York policy form 
conditions and that the companies were 
liable for the increased cost of replacing 
the building, according to the law. 

Under the Massachusetts standard 
form the Supreme Court of that State 


has held that the company is liable. 
The case in which that decision was 
handed down involved the repair ques- 


tion: Hewins vs. London Assurance. 
In this litigation, known as the Bos- 

ton “Advertiser” case, the court held 

betterments had to be put in because 


| 
| 


the assured was entitled to recover what | 


it would cost him to repair the build 
ing, and he could not repair unless he 
complied with the law. 


Expense of Repairing Property After | 


Loss. 


Another interesting question that has | 


come up in several 
lowing: 

Is a company liable beyond the 
actual amount of insurance called 
for by the policy? For example: 
If an assured had a building of the 
cash value of $100,000 and had $110,- 
000 insurance and it cost $10,000 to 
clear away the wreckage or the 


States is the fol-! 


) 





debris, would the company be liable 

for the $10,000 expense under the 

policy? 

General adjusters seen by The East- 
ern Underwriter say that there is no 
liability beyond the actual cash value 
of the property. Line No. 1, of the 
standard policy, defines the liability of 
the company to be the actual cash value 
of the property. While it is customary 
to pay the expense of cleaning up the 
debris it, strictly speaking, is not a 
loss for which the company is liable. 
The requirement of the policy is met 
when the company pays the actual 
sound cash value of burned property. 

Another explanation can be given by 
the following example: The assured 
has a loss on 100 tons of baled hay, 
worth $20 a ton, value $2,000, carrying 
insurance for that amount. The loss 
is total. When the company pays $20 
a ton, market value, it has assumed 
the total of its liability. If the baled 
hay happens to be located in the center 
of a large city, making it necessary to 
haul it away at a cost of $5 a ton, 
the drayage loss cannot be recovered 
from the company under standard form 
because the company’s liability ceases 
when it pays the full value of the prop- 
erty as it stood at the time of the fire. 





FIRE LOSSES IN MAY. 

There was a decrease of a million- 
and-a-quarter dollars in the May fire 
loss record of the United States and 
Canada this year, compared to the re- 
turns of 1913, according to the records 
of the Journal of Commerce and Com- 
mercial Bulletin. The figures for 1914 
are given as $15,507,800, while those for 
lust year are $17,225,850. 





ADMIT CASUALTY MEN. 
Membership in the Mississippi local 
agents association in future will be 
open to casualty as well as to fire men, 
many of the former having expressed 
a desire to that end. 

THE PHILADELPHIA AGREEMENT. 
(Continued from page 1.) 
derstood that the subject of limitation 
of agencies is acceptable to the Attor- 
ney General’s Department. The entire 
agreement, including the section re- 
ferred to, was taken up by our attor- 
ney, George W. Pepper, with the Attor- 
ney General, receiving careful con- 
sideration. As noted in the circular 
letter of May 26 it is understood that 
when the revised agreement has been 
signed the formal sanction of the attor- 
ney general will be obtainable, and all 
question removed respecting the 

legality of our organization.” 





TWO HUNDRED AND FIFTH YEAR 


SUN 


INSURANCE OFFICE OF LONDON 


FOUNDED 1710 








UNITED STATES BRANCH: 
54 Pine Street - New York 
WESTERN DEPARTMENT: 
76 WEST MONROE ST., CHICAGO. 
PACIFIC DEPARTMENT: 


N. W. Cor. Sansome & Sacramento Sts. 
San Francisco, Cal. 








PROFESSIONAL APPRAISERS 


BARRED BY COURT DECISION. 








Opinion Holds Such Parties Are Not 
Disinterested as Policy Requires. 





Unless reversed by a higher tribunal, 
to which prompt appeal was taken, the 
decision handed down by the New York 
Supreme Court a few days ago, in the 
case of Fred E. Pierce versus the Sun 
Insurance Office, will virtually prohibit 
the further employment by insurance 
companies of professional appraisers. 

The ruling of the court apart from 
the citations (which are of no interest 
to laymen), was as here given: 

“The action was brought on an insur- 
ance policy against fire. for the loss of 
rental during the time necessary to re- 
build. The complaint, after the alle- 
gation as to the issuing of the policy, 
the fire and destruction of the property, 
alleged that the loss was $250, and 
that plaintiff had performed all the 
conditions on his part to be performed, 
and that 60 days had elapsed after no- 
tice and proof of loss. The answer de- 
nied that plaintiff had performed the 
conditions on his part to be performed 
and alleged, after setting forth the 
provisions of the policy, that defend- 
ant had notified plaintiff if desired an 
appraisement, and appointed an apprai- 
ser, to which no answer was made by 
plaintiff; and further alleged that un- 
der the policy no loss was payable until 
after 60 days after proof of loss, in- 
cluding an award by appraisers, when 
appraisal had been required. 

“The policy, in substance, provided 
that if the parties did not agree as to 
the amount of loss payable, it should 
be determined by ‘two competent and 
disinterested appraisers,’ each party to 
select one; if they failed to agree, their 
differences to be submitted to an um- 
pire, the award of any two of such 
three to determine the amount of the 
loss. It appeared at the trial that the 


parties, having failed to agree as to 
the amount of loss, defendant, by a 
letter, demanded an appraisal and 
named one Shorer as ‘their appraiser.’ 
To this letter plaintiff made no reply. 
Plaintiff called Shorer as a witness and 
proved by him substantially that he 
was a general contractor; that he did 
work for insurance companies and had 
been doing so for some twenty years; 
that he had acted as appraiser for de- 
fendant and other insurance companies, 
and that the largest part of his time 
was spent in doing work for insurance 
companies, for which he received com- 
pensation. Plaintiff also gave evidence 
as to the amount of loss and rested. 
On defendant’s motion, the complaint 
was dismissed and plaintiff excepted. 

“The dismissal of the complaint was 
error. On the evidence submitted, the 
question as to whether the appraiser 
appointed by defendant was a disinter- 
ested appraiser, within the meaning of 
the policy, was a question of fact for 
the jury, under proper instructions from 
the court. It is urged, however, that 
plaintiff should have objected to the 
appraiser at the time, and appointed 
one on his own account and that, not 
having done so, he cannot raise the 
question now. 
ceeds on the assumption that in not 
doing so, plaintiff committed a breach 
of the contract. This depends on 
whether there had been a prior breach 
by defendant. If defendant had already 
violated the provisions as to appraisal, 
plaintiff was absolved from complying 
therewith, and plaintiff was entitled to 
bring suit on the policy and recover 
the amount of loss to be proved at the 
trial. Whether or not defendant had 
violated the provisions of the policy, as 
to the appointment of appraisers, de- 
pended on whether Shorer was a dis- 
interested appraiser. That was a ques- 
tion of fact to be left to the jury with 
the other facts in the case, under proper 
instructions by the court. 

“Judgment reversed and a new trial 
ordered with costs to appellant to abide 
the event.” 











CHAS. H. POST, U. S. Mgr. 


Caledonian Insurance Co. of Scotland 


FOUNDED 1805 
“ THE OLDEST SCOTTISH INSURANCE OFFICE” 
UNITED STATES HEAD OFFICE 
Caledonian Building, 50-52 Pine Street, New York 
R. C. CHRISTOPHER, Asst. U. S. Mgr. 


NEW YORK CITY OFFICE 
Golden Hill Building, 59 John Street, New York 








JOHN G. EWING 
President 








C.J. HIGGINS 
Vice-Pres. 


THE COLUMBIAN NATIONAL 


FIRE INSURANCE COMPANY 
DETROIT, MICH. 

Authorized Capital - - 
Cash Capital paid in - 
Surplus to Policyholders - - 

EDWARD BLIVEN, Managing Underwriters 
RELIABLE AGENTS WANTED 
New York, New Jersey, Pennsylvania, Michigan, Ohio, Illinois, 
Indians, Wisconsin, lowa, Wisconsin 


H. H. RIMINGTON, Special Agent, Room 303, 119 So. 4th Street . 


sO NOUD M. W. WELSH 
2nd Vice-Pres. Sec. & Treas. 


$1,000, 000.00 
902,650.00 
1,174,537.73 


Philadelphia, Pa. 











QUEEN 


ins. Co. of America, 
SEW YORK. 


















F. H. HAWLEY, Pres. 
jini fe rere 


E. K. SCHULTZ 


PHILADELPHIA 


R\ 


i 





ORGANIZED 1848 


Ohio’s Oldest and Strongest Company 


Net Surplus Over $1,015,000.00 
AN AGENTS COMPANY 


W. E. HAINES, Secy. 





General Agent 


Eastern Pennsylvania, New 
Jersey and New York 


LOGUE BROS. & CO. 


PITTSBURGH 
General Agents 


WesternPennsylvania 


This manifestly pro- 











an tan de a at, ee ee, ee 


, i ie a oe | 


aed 












SS Perr er Ty FF ewewvw aa Se « Fe 


he Oe ee ee ee ee eS 








June 18, 1914. 


THE EASTERN UNDERWRITER 


13 








= 











An Interview with Edgar J. Haynes 








With acute agitation against under- 
writers agencies and big line prac- 
tices indulged in by some fire insur- 
ance companies; with a marked ten- 
dency toward the State meddling more 
and more with the fire insurance rate; 
with agents meeting in conference har- 
poring grievances against the compan- 
ies which they take to the State insur- 
ance departments for adjudication and 
with premiums falling off in many cities 
while losses climb, the student of fire 
underwriting has much to think about 
nowadays. Just how the leading fire 
underwriters look at many of these 
questions should be. of wide interest to 
local agents generally. The Eastern 
Underwriter has sought the views of 
Edgar J. Haynes, president of the New- 
ark Fire Insurance Company on the cur- 
rent underwriting forum. For years 
one of the best special agents in the 
field, Mr. Haynes became head of the 
Newark Fire where he has made a 
great success. Sanity and conserva- 
tism in consideration of underwriting 
problem are two of the marked char- 
acteristics of the man which have not 
only aided him to steer his company in 
channels of prosperity, but have made 


his counsel in company conferences 
valuable. 
Large Lines and Underwriters’ 
Agencies. 


The representative of The Eastern 
Underwriter asked Mr. Haynes how far 
he thought the writing of large lines 
would extend and what effect such 
practice will have on the smaller com- 
panies. He takes the viewpoint that 
the time will never come in America 
when the European practice of jumbo 
Jine writing will prevail. He thought 
that such practices in this country 
would not be tolerated, nor would any 
underwriter here want to do business 
in this way. For one thing, he thought 
it would break up such organizations 
as the Eastern Union. If there were 
general dissatisfaction caused by the 
impression that one company wanted 
to monopolize business in this way 
other companies would not care to re- 
main in the same organizations with 
it. The result would be breaking up of 
the associations and a concentrated 
War on the company or companies in- 
dulging in such grab-all tactics. Con- 
tinuing Mr. Haynes said: 

“We are opposed to the writing of 
large lines. There is no doubt that 
there is a deep undercurrent of dis- 
satisfaction because of the tendency to 
write enormous lines and_ re-insure 
them. Next to the commission ques- 
tion this is the basis for the fact that 
many agents are out of tune with the 
companies. It has had the result of 
cutting off the exchange of business 
between agents, so that the agents in 
a city are growing out of touch with 
each other. 

“And in regard to underwriters 
agencies our position is as follows: In 
establishing our underwriters agency 
we were only resorting to such 
Methods in order to meet a condition 
of the business. I mean by that if 
companies generally saw fit to retire 
their underwriters’ agencies we would 
be perfectly willing to do likewise.” 

The Company and the Agent. 

Mr. Haynes was asked to make some 
comment with regard to the relation of 
the company to the agent. He said: 

“I have been surprised to note in 
reading reports of State associations of 
local fire agents recently a spirit of 
tome antagonism on the part of 
the agent toward the company. Some 
agents have expressed themselves as 


President of Newark Fire Thinks That European Methods of 
Monopolizing Lines will not Prevail Here; Views on 
Underwriter’s Agencies, and Local Agents. 

















feeling that not enough consideration 
has been given them in the making of 
rates, in that they were not consulted 
shortly before they became effective. 

“Looking at the matter from the 
standpoint of a company official I can- 
not see why the agent should bear any 
ill-will or feel any antagonism toward 
the company. Every company values 





EDGAR J. HAYNES. 





the work of a conscientious, able agent. 
iINo general schedule nowadays is pre- 
pared without the most careful con- 


sideration. In the making of the 
schedule nothing is overlooked; loss 
experience, locality, ‘business condi- 


tions, competition, moral hazard, and 
every point of view is considered, in- 
cluding that of the company, the 
special, the local agent and the insur- 
ance department. The schedules are 
prepared by experts, men who have no 
axes to grind and who are absolutely 
sincere. 

“Naturally, there has been a change 
in methods of making rates, particu- 
larly to conform to the anti-discrimina- 
tion laws. In my opinion the two best 
laws covering rates are those of New 
York State and Massachusetts. By 
following these statutes, law-makers in 
other States cannot go far wrong. The 
best review of the rate situation to 
date is found in the proceedngs of the 





National Board of Fire Underwriters, 
where the ablest minds in the busi- 
ness are considering every phase of 
this agitated problem and are taking 
decided steps in advance in the right 
direction. 

“I refer particularly to the review 
now being made of the rating sched- 
ules in operation in the large cities in 
the East. This work is now in the 
hands of a committee of the Eastern 
Union which has employed experts to 
analyze and review the schedules in 
use. The idea being to see if a more 
intelligent and comprehensive schedule 
can be prepared. 

“Again reverting to the agents I 
think you will find that much o2f their 
dissatisfaction rests with commission 
payments. Many agents have found 
that their income is dropping off while 
their expenses are climbing. They 
look to the companies for assistance 
by paying them more for the business 
they write than they previously re- 
ceived. They lose sight of the fact 
that the tendency of the times has been 


toward the reduction of rates. High 
rates mean hazardous’ unprotected 
risks. Low rates mean risks that are 


desirable to write. It is not reason- 
able to object to. a rate that is 
legitimately low, as improvement in 
risks from a fire protection standpoint 
will cut down the rate.” 

Mr. Haynes admitted that there have 
been practices in the past regarding 
the application of schedules that 
should be corrected. He thought that 
as a general proposition after a sched- 
ule is made it should stick, and that 
favoritism in applying the schedule 
should be eliminated, except in ex- 
treme cases where it is advisable for 
stock company reasons to make a 
change. To enforce a schedule is the 
honest thing to do. 

The Ideal Field Man. 

In view of Mr. Haynes’ experience in 
the field his opinion of the special 
agent is of particular pertinence. He 
said: 

“A great deal is heard about the 
passing of the old type of field man 
who is supposed to have given way to 
a new variety of special agent who is 
a specialist, a sort of seven-days won- 
der knowing more about chemistry 
than Edison and more about topog- 
raphy and construction than James J. 
Hill. My personal opinion is that the 
same qualities that made the success- 
ful field man of thirty years ago are 
posssessed to-day by many of the most 
successful special agents. They are 
all around men, good inspectors, good 
judges of hazard, good handlers of men; 
yes, even good adjusters. 

“The foundation of a technological 
school training is excellent, and the 
more men who have such training the 


better. But they must be able to apply 
the knowledge they obtain. Take a 
technological school graduate, and 


give him the personality of a diplomat, 
to which add that intangible but nec- 
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essary requisite known as underwrit- 
ing instinct and that very tangible 
quality termed common sense, and you 
will have a fine field man. If he can 
produce more premiums while keeping 
bad risks off the books so much the 
better. Too often a man who is cap- 
able in other directions can jar an 
agent by handling him without tact. 
How often do you see the man who 
knows it all and makes the other man 
feel like an intellectual pygmy? How 
rarely do you see the man who can 
turn down a request with the grace 
and savoir faire of doing a favor. 
Question of Individuality. 

“Where the condition of the special 
agent has been improved is in taking 
off of his shoulders a mass of detail 
work that can be done more effectively 
and economically by the rate, inspec- 
tion and loss bureaus. In the old days 
a special agent about to spend several 
days in Buffalo or Rochester on neces- 
sary work might be called to Trenton 
or Wilkes-Barre by a wire, saying 
there was an important mercantile 
loss that needed immediate attention. 
‘Immediate attention’ was a phrase 
very much overworked, as was the 
word ‘important.’ Now, the bureau 
saves the special’s time and he can de- 
vote his attention to more pressing 
matters. 

“Despite the bureaus and other or- 
ganizations the special agent is able 
to maintain his individuality. Some- 
times, his personality is really too 
powerful. This happens in the case of 
the unusually capable special who is 
such a strong man that there is a 
tendency to refer everything to him. 
This type of special agent may abso- 
lutely dominate his fellows at meetings 
of such associations as the Underwrit- 
ers Association of the Middle Depart- 
ment or the Underwriters Association 
of New York State. He will make sug- 
gestions about schedules that are later 
adopted which have the result of mak- 
ing the schedules vastly different from 
those applied in other State. Much of 
the criticism of insurance companies 
comes from the inconsistencies of sched- 
ule rate making and in varieties of 
forms differing in one section of the 
country from another. This will not be 
changed until the system of schedule 
and rate making is changed and be- 
comes more uniform. Under the pres- 
ent system, as I said before, a strong 
man in one association has too much 
power manipulating these schedules.” 

The Newark Fire. 

The Newark Fire began business 
more than one hundrd years ago—in 
1810. Its first loss was paid in 1813. 
At first it was a mutual insuring only 
Newark property. It grew rapidly and 
had no trouble in settling a $19,000 loss 
in the big fire which destroyed part of 
Newark in 1836. In the thirty years 
between 1831 to 1861 its assets rose 
from $51,000 to $230,000. On January 
1, 1914, its assets had reached $2,009,- 

(Continued on Page 16.) 
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BROKERS’ ACTIVITIES: 











COMMISSION DECISION. 


Appellate Division Makes Ruling in 
Case of New Policy Taking 
Place of Cancelled Policy. 


A decision in the Appellate Division, 
New York, of interest to insurance 
brokers, was delivered recently in the 
case of Joseph Degnan vs. the General 
Accident, on an appeal of the General 
from a judgment of the Supreme Court 
in favor of the plaintiff. 

In 1911 when Duer & Gillespie were 
general agents of the liability depart- 
ment of the General they made an 
agreement with the plaintiff to pay him 
25 per cent. commission. Later, he 
produced two applications for liability 
insurance, one by the Degnan Contract- 
ing Company and the other by James 
Pilkington. Duer & Gillespie issued the 
policies for one year. Afterward the 
John A. Kelly Company succeeded Duer 
& Gillespie as general] agents. 

In February, 1912, the contracting 
company and Pilkington requested the 
Kelly Company to cancel the pol:cies 
issued by Duer & Gillespie and issue 
new ones for the balance of the term. 
The reason advanced was that they did 
not wish to have any further dealings 
with Degnan, the plaintiff. 

The John A. Kelly Company at first 
declined to issue new pouricies to take 
the place of the old ones, but finally 
did so. The policies were cancelled 
March 1, 1912, and new ones issued 
for the balance of the year, the new 
policies being identical. with the ola, 
except a different person was men- 
tioned as broker, 

The plaintiff had received his com- 
mission upon the policy issued to the 
contracting company to the date of can- 
cellation. He brought action to recov- 
er commissions alleged to have accrued 
on both policies after the cancel'ation 
and also commission on the Pilkington 
policy prior to that time. 

No proof was offered to the effect 
that the premium on the Pilkington 
policy was ever collected for the period 
prior to the cancellation. He had a 
recovery, the lower court ruled, and the 
defendant appealed. 

The decision of the 
vision, by Justice McLaughlin, 
follows: 

I n of th that the judgment is 
erroneous. Plainti iE was not entitled to com- 
mnissions Bg Ey received after the 
yniv 


paid upon policies ‘written 
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was upon premiums 
by Duer & Gill 
he isual ciause 
tion to both the as coubel poo the company. The 
fact is undisputed and the court so instructed 
the jury. If the assured a gee this —_ 
an S$ Insurance compar e ng !t 
policies acted in good faith, “then. ‘the stale: 
tiff was not entitled to recover. 

The proof established that the defendant 
never promised to pay any commissions what- 






hose pol: 


it of 


ever. His agreement was with Duer & 
Gillespie. It agreed to pay him 25 per cent. 
and up to the can- 
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SUBURBAN AGENCY CHANGE. 

F. R. Cruikshank & Company have 
sold the suburban agency department 
of their business to John G. Simmonds 
who has been with the Cruikshank 
agency and in charge of its suburban 
counter for the past four years, pre- 
vious to which he had charge of the 
suburban department, of Fred Ss. 
James & Company. The transfer be- 
came effective June 15. 

Mr. Simmonds has taken an office at 
No. 95 William Street where he will 
represent American Central, British 
America, Boston, Farmers, German of 
Peoria, Milwaukee Mechanics, New 
Haven Underwriters and Rhode Island. 

F. R. Cruikshank & Company will 
continue in the brokerage business re- 
taining their present offices at No. 1 
Liberty Street. 


TIRE OF FREAK FLOATERS. 


Comments by Edouard T. Mostert, of 
Weed & Kennedy, on London 
Lloyds. 


Edouard T. Mostert, of Weed & Ken- 
vedy, who reiurned to America after 
a visit to London, said to The HMastern 
Underwriter this week that there was 
a distinct feeling of dissatisiaction 
among London Lloyds with some of 
the practices of New York brokers. 
Mr. Mostert gave the impression to 
The Eastern Underwriter represcnta- 
tive that some of the London under- 
writers believed that Americans were 
trying “to put something over’ on 
them. In consequence, the market for 
American business is poorer than it 
has been for sometime. It is unusually 
difficult to place American lines. 

Mr. Mostert would not make an ex- 
tended statement but he did say that 
the reason for the present attitude 
toward American business is type of 
coverage that has been offered, and 
the unusual and extreme “liberality” of 
forms. 


a * * 
Business Versus Polo. 
For once workmen’s compensation 


took second place as an absorbing topic 
among New York brokers on Tuesday 
afternoon of this week, giving way to 
polo. Several hundred familiar faces 
on William 
polo match. 
ak * * 
Drop in Premium Receipts. 
President Wilson’s statement 
business depression in the United 
States is psychological, and the cor- 
roboration of this view of commerce 
by members of his administration, are 
accepted with a grain of salt by under- 
writers and brokers. It is estimated 
that premium receipts in the metro- 
politan territory have fallen off at least 
10 per cent. so far this year. Some 
offices say the drop will reach 20 per 
cent., but there is always a tendency 
to “bear” the amount of business done. 
A 10 per cent. 
conservative. 
ok * * 


YORKSHIRE’S ACTIVITIES. 
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decrease is regarded as 


A GREAT CORPORATION. 
Home Office Figures of the Rossia 
Show Assets in Excess of 

$56,700,000, 


Among the great and rapidly grow- 
ing underwriting corporations of Lurope 
is the Rossia Insurance Company ot 
St. Petersburg, which transacts a fire 
reinsurance business in this ccuntry, 
maintaining United States headquar- 
ters at Hartford. 

The home office figures of the Com- 
pany for 1913 are now available, and 
indicate a highly prosperous condition. 
The gross assets are given as $56,- 
746,361, a gain of $4,291,685 over those 
of the previous twelve months, while 
the premium reserve now $40,387,200, 
is greater by nearly $3,000,000 than that 
of 1912. As a reserve for claims in 
suspense $4,218,446 is set aside, and 
in addition a contingency reserve ot 
$1,227,641 is maintained. The trade 
profit for 1913 was $781,745, as egainst 
$624,637 scored the previous year. 

Since its entry into this country the 
Rossia has built up a premium income 
here of $6,720,641 and is regardea as 
one of the foremost of the reinsuring 
offices. The Company has recently 
completed the erection of a handsome 
headquarters building at Hartford, 
Which will be dedicated with appro- 
priate ceremonies on the 26th inst. 





FLORIDA GENERAL AGENCY. 


Hanover Fire Names Fred C. Calkins 
its State Representative—Appoint- 
ee Popular in the South. 


Under a re-arrangement of its South- 
eastern territory, effective September 
first, the Hanover Fire of New York, 
has appointed Fred C. Calkins its gen- 
eral agent for Florida with headquar- 
ters at Jacksonville. Special agent F. 
A. McCarroll, who now supervises the 
State in conjunction with Alabama and 
Georgia, will in future restrict his ac- 
tivities to the latter two States. 

Mr. Calkins is one of the best known 
among the younger’ generation of 
Southern fire insurance men and has a 
strong personal following among the 
local agents. For nearly sixteen years 
he has been special agent for the North- 
ern of London in South Carolina, 
Georgia, Florida, Mississippi, Alabama, 
and Louisiana. Prior to joining the 
British corporation he was in the field 
for the Fireman’s Fund, before that in 
turn being associated with the South- 
eastern Underwriters . Association. 





A report in a Boston paper that the 
New Jersey Association of Fire Under- 
writers has decided upon the date of 
its mid-Summer meeting is erroneous, 
as nothing has been done yet. 
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In The Eastern Underwriter of last | 


week comment was made upon the re- 
markable record of the Yorkshire In- 
surance Company, Ltd., of York, Eng- 
land, which on less than $500,909 paid- 
up capital, has accumulated assets of 
more than $21,000,000, with uncalled 
subscribed capital of $4,500,000 in re- 
serve. The following are some addi- 
tional facts regarding the Yorkshire, 
and its accomplishments during the 
past year. 

In the fire de Pp artment the premiums 
for 1913 were In the marine 
department the premiums were $1,800,- 


000. The total premium for 1913 was 
$7,245,000. The premiums increased 
$235,000 over 1912. The loss ratio 
was 46.9. 


During the year the Company ac- 
quired the business and shares of the 
London Provincial Marine and Genera! 
Insurance Company, Limited, estab- 
lished in 1860. <A similar fusion of 
interests was made by the acquisition 
cf the Scottish Boiler Insurance and 
Engine Inspection |Company, with 


headquarters in Glasgow and branches | 


throughout the Kingdom. 

The Company acquired certain por- 
tions of the home direct busi 
the Premier Insurance Company, Lim- 
ited. It also entered into an agreement 
with the directors of the Guarantee 
Society Limited, established in 1840 
for the purchase of that company’s 
shares. The Guarantee Society Lim- 
ited is one of the mosi successful in- 
surance companies operating a fidelity 
business. 

James Hamilton, the Home Office 
General Manager of the Yorkshire, un- 
der whose direction the Company is 
making such splendid progress is pleas- 


antly remembered by many American 
underwriters who met him during his 
visit to the United States pranch 
last fall. 
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THE LEDGER IS WRONG. 


Philadelphia Newspaper Says That 
Rates Under Ramsay Act Are 
Higher in Atlantic City. 


The Philadelphia Ledger last week 
printed an article saying that rates 
under the Ramsay Act in Atlantic City 
have gone up and that property own- 
ers are contributing considerably more 
than formerly “to the coffers of the 
fre insurance companies.” (W hat 
would we do without the word coffers?) 

The fact is that the rates have been 
treated as has been the tariff at Wash- 
jngton; a revision downward. In the 
Chelsea section, for instance, there has 
been a sweeping reduction, the cut on 
dwellings being close to 70 per cent. 
In the past fortnight the Rating Office 
has issued more than 600 or 700 rates 
in Atlantic City which have shown 
material reductions. No important 
changes have been made on boardwalk 
property rates. 





MODEL MONTCLAIR ORDINANCE. 


Town Profits by Experience in Fire 
Which Caused $100,000 Loss— 
Consults Experts, 


The town of Montclair profited by 
the fire which caused a loss of $100,000 
recently in a church and decided to 
have a new ordinance prepared cover- 
ing fire regulations. The town officials 
conferred with underwriters and an 
ordinance was drawn along lines sug- 
gested by the National Board of Fire 
Underwriters. This model ordinance 
was passed without a dissenting vote. 





PRIZE QUERYISTS 

For asking questions the prize goes 
to the agents of Bergen County who, 
at their recent dollar-a-plate dinner in 
the Union League Club in Hackensack, 
kept Atlee Brown, the Rating Expert, 
on his feet until a few minutes past 
midnight. Mr. Brown, slightly winded, 
managed to catch a train that enabled 
him to reach Newark before sunrise. 

The agents said that they had taken 
no more advantage of Mr. Brown than 
he had of them in starting his speech 
—the feature of the meeting—with a 
long dissertation on fire underwriting 
as it was known among the ancient 
Hindoos. 





CO-INSURANCE IN SALEM. 

The New Jersey Rating Office has 
published a new book of specific rates 
for Salem County. In that county 
heretofore there have been no co-In- 
surance rates, all rates being flat. Ac- 
cording to the requirements of the anti- 
discrimination law the county now has 
both flat and co-insurance rates. 

The rating office will soon issue rat- 
ing books for eight other districts. 





ELECTRICAL COMMITTEE. 
President Moffatt, of the Fire Under- 
writers’ Association of Newark, has ap- 
pointed a committee of three to confer 
with different company associations 
relative to the proposed new electrical 
bureau for New Jersey. 





SUSCEPTIBILITY. 

The New Jersey Rating Office has 
issued a new book on susceptibility, 
occupancy and extra hazard tables. It 
is largely a compilation of tables and 
rules formerly promulgated. 





PARK THEATRE BURNS. 

A fire completely destroyed the 
Olympic Park Theatre in Newark this 
week. The loss is $25,000. The cause 
is a mystery. Talk of incendiarism 
is being investigated. Only $12,000 in- 
surance was carried on the building. 





$100 A COVER. 


An Estimate of Amount of Loss Saved 
by Newark Salvage Corps 
in 1913. 


Newark insurance men figure that. 


the Newark Salvage Corps saved the 
property owners about $164,200 last 
year. These figures are arrived at on 
the basis of a saving of $100 per cover. 
During the year the salvage corps 
spread 1,642 covers. Other statistics 
follow: Thirty fires were extin- 
guished without the aid of the fire de- 
partmnt. The corps put in 531 hours’ 
service. With three automobiles 3,732 
miles were covered. 

Here is a comparison between the 
work of the salvage corps of Newark, 
Philadelphia and San Francisco: 

Philadelphia, with thirty-five men 
answered 622 alarms, at a cost of 
$57,709. 


San Francisco with thirty-five men 
answered 918 alarms at a cost of $62,- 
044; three companies. 

Newark with sixteen men answered 
1,183 alarms, at a cost of $35,000. 

The Newark Salvage Corps was 
started in 1879. Henry S. Martin, its 
captain, who was with the old Nep- 
tune Hose Company, joined the salvage 
corps about the time it started. His 
judgment is so good, that when he 
says at a fire “Put a line of hose in 
here,” the instructions are immediate- 
ly carried out by the department. He 
is a grizzled veteran who has figured 
so often in the newspapers in thrilling 
rescues of women and children that 
he takes such work as an every day 
occurrence. 





The Metropolitan District agency of 
the Arlington Fire, of Washington, D. 
C. has been given to the Lockwood 
Brothers Company, the appointment 
being made by the John L. Dualy Com- 
pany general limited States agent of 
the Arlington. 


NEW JERSEY APPOINTMENTS. 


Aachen and Munich, Otta A. Griesbach, Henry 
Leer, West New York; Harry S. Powell, Mill- 
ville. 

The Automobile Insurance Company, Lewis 
S. Chester, Sea Isle City. 

Boston Insurance Company, Verplanck & 
Abry, Ramsey. 

Central Union, Arthur Robertson, Newark; 
William Stein, Elizabeth. 

Citizens, Charles V. Du Bois, Freehold; 
George C. Hriczko, George C. Hriczko, Jr., 
Perth Amboy. 

Commerce, C. Alfred Burhorn, Hoboken; 
Henry W. Clinton, Trenton; Koch & Rickens 
Hoboken. 

Commercial Union, Harris Company Agency. 

Connecticut, V. Dorland Co., Arlington. 

Fidelity-Phenix, Mrs. Elevia A. Carr. Mana- 
hawken; The National Realty Co., Roselle Park; 
Horace R. Sloan, Elizabeth; B. Marston Smith, 
Englewood. ‘ 

Farmers, Carl C. Hirsch, Edward Young, 
Trenton. 

First National, Cuthbert & Tatem, Camden. 

German-American, Baltimore; John 
Downey, Paterson. 

German-American, of Pa; Andrew D. Flam- 
mer, Bound Brook; Hannah M. Heisler, Bur- 
lington; William D. Hill, Bayonne. 

ermania, Andrew J. Bale, Branchville. 

Girard, John F. Bunnell, Blairstown; Samuel 

ill, Jr., Newton. 

Hamburg-Bremen, George U. Todd, Boonton. 

ome, Albert B. Tappen, Clifton. 

Insurance Company of North America, 
Bertschmann & Maloy, Inc., Louis Bertsch- 
mann, Joseph H. Maloy, Charles D. Bailey, 
Neilsen E. Fyfe, Paterson. 

Michigan Commercial, Dimont & Turteltoub, 
Bayonne; W. L. Pettibone & Co., Inc., New- 


ark. 

Millers National, James H. Shane, East 
Orange. 

National-Ben Franklin, John Peacock, Burling- 


ton. 

National, John C. Moye, Bloomfield. 

ew Hampshire, Sophia D. Allen, Edwin 

Borlase, Clarence B. Tippett, Francis H. Tip- 
pett, Inc., Dover. 

Niagara, Charles H. Hoagland, Asbury. 

Ohio Farmers, James H. Shane, East Orange. 

Palatine, Louis Lawrence, Westfield; Joseph 
T._ Sullivan, Moorestown. 

Royal Exchange, Walter Scott & Son, Hack- 
eusack. 

St. Paul Fire and Marine, Lee J. Thompson, 
South Amboy; Charles G. Teunon. Trenton. 

Standard, Hartford; De Witt R. Hummer, 
Inc., Dover; William G. Creveling, Washing- 
ton. 

Sun Insurance Office, General Contracting & 
Realty Co., Dover. 

Sterling, G. Edward Kaiser, Paterson. 

Union, A. P. Osborne Company, Newark. 

Williamsburgh City, Edward J. Cahill, Boon- 
ton. 











Capital Stock - - 
Liabilities - 


Net Surplus - 
Total Assets - 


C. E. Sheldon, V. Pres’t. 
F. Hoadley, Secretary 





Fire, Tornado and Automobile Insurance 


American of Newark 


Chartered in 1846 


Special Reserve Fund 


P. L. HOADLEY, President 


$1,000,000.00 
5,452,043.92 

° 300,000.00 
3,252,859.29 


$10,004,903.21 


Cc. W. Bailey, V. Pres't. 
A. C. Cyphers, Treas. 


























PENNSYLVANIA FEDERATION 


ASK CO-OPERATION OF COMPANIES 


To Correct Burden of Excessive Fees 
and Taxes Now Imposed by 
Law-Makers. 





Following the meeting in Pittsburgh 
last week of the Pennsylvania State 
Local Fire Insurance Agents Associa- 
tion work has begun on the formation 
of the new Insurance Federation of 
Pennsylvania. The committee working 
on the federation consists of the fol- 
lowing: For the fire agents: H. A. 
Logue, D. F. Collingwood and W. L 
Clark. For the casualty agents: J. 
W. Henry, Wallace M. Reid and J. L. 
Rivolta. 

The following letter has been sent 
out to the companies: 

The Insurance Federation of 
Pennsylvania is to be formed for 
the purpose of uniting and weld- 
ing into one great fraternal co-op- 
erative and _ protective associa- 
tion, all of the men in Pennsylvania 
engaged in the business of insur- 
ance of whatever kind, to correct 
evil practices among the agents 
and to co-operate with the compan- 
ies for safe and sane legislation 
relating to the conduct of the in- 
surance business, 

It is further the purpose of this 
Federation to endeavor to correct 
the evil of the burden of excessive 
fees and taxes as now imposed by 
the State and Federal Government, 
thus increasing the overhead ex- 
penses in connection with the con- 
duct of the insurance business, 
under a firm belief that only such 
fees and taxes should be levied as 
will reasonably support the Irsur- 
ance Departments of the various 
States and Federal Governments, 
and that any burden in taxes in 
excess of that amount is wrong, 
and that it should be the only duty 
of the agents of this Federation 
to co-operate with the compenies 
to correct if possible, such evils as 
now exist. 

To sum up, we believe that by 
the formation of the insurance 
Federation in Pennsylvania, fos- 
tered by the earnest support of 
every insurance company, operat- 
ing and doing business in the 
State of Pennsylvania, we as an 
organized body of insurance avents 
of this State, can aid materially 
in correc ] 






ting the evils now exist- 
ing in excessive taxation; that we 
can be a power for gocd of our 
companies in watching and protect- 
ing them against the passage of 
unjust and unfavorable legis'ation; 
that were we organized as a body, 
no conditions could arise such as 
are now matters of record, notably 
the Glen Green bill in the State 
of Kentucky, the serious condition 
as confronted the fire insurance 
interests in the State of Missouri, 
and unfair and irrational compen- 
sation laws as are now on the 
statute books of the State of Ohio 
and West Virginia that could not 
be successfully opposea and de- 
feated. 





GERMANIA 
FIRE INSURANCE COMPANY 


NEW YORK. 


ORGANIZED 1859. 


Statement, January 1, 1914. 


Cash Capital ....... $1,000,000.00 
DN G65 ashame o wd 7,260,197.27 
Net Surplus ........ 2,596,266.99 
Surplus for Policy 

Holders ........-. 3,596,266.99 


HEAD OFFICE 
Cor. William & Cedar Streets 








For The Protection Of Its 
Policy Holders 


THE HANOVER 


Fire Insurance Company 


HAS A 
Cash Capital - - $1,000,000 00 
Cash Assets - - 4,743,233.00 
Cash Surplus to Policy 
Holders - - + 1,741,305.00 


The real strength of ap insurance company is in 


the conservatism of its management, and the man- 
agement of THE HANOVER is an absolute as- 
surance of the security of ite policy. 


R. EMORY WARFIELD - President 
JOSEPH McCORD - Vice-Pres. & Sec’y 
WILLIAM MORRISON -  Asst.Sec’y 
JAMES W.HOWIE - - Gen. Agent 


HOME OFFICE: 
Hanover Bidg., 34 Pine St. 
NEW YORK 








JOHN C. PAIGE CO. 


INSURANCE 
65 KILBY ST. BOSTON, MASS. 











“ The Leading Fire Insurance Company of 
America” 


2 





CASH CAPITAL - $5,000,0°0.00 
WM B. CLARK, President 


Vice-Presidents 
HENRY E. REES A. N. WILLIAMS 
Secretary 


EF. J. SLOAN 


Assistant Secretaries 
E.S. ALLEN GUY E. BEARDSLEY 
RALPH B, IVES 


W. F. WHITTELSEY, Marine Secretary 
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ANOTHER LARGE FILM FIRE 


$500,000. 





LUBIN LOSS, PHILA., 





How Film Hazard is Being Studied by 
Underwriters and Engineers— 
Some Reports. 

Philadelphia newspapers estimate 
that the fire in the Lubin moving 
picture film manufacturing plant in 
that city on Saturday caused a loss of 
$500,000. The Ledger gives as the 
cause of the fire: “Spontaneous com- 
bustion, induced by hot weather, stirred 
the blaze.” No insurance was carried 
on the stock. 

Underwriters are interested because 
of the growing frequency of film plant 
fires. They do not believe, however, 
that the Lubin loss originated from 
spontaeous combustion because that 
hazard has been largely eliminated ow- 
ing to improved conditions in the 
manufacture of celluloid. Celluloid, 
however, will ignite in a low tempera- 
ture. An electric light can cause such 
ignition. So can the rays of the sun. 
Fires have also started from waste. 

New York Board’s Investigations. 

Ever since the Ferguson Building 
fire in Pittsburgh there has been a 
pretty exhaustive study made of these 
fires. It will be recalled that the rea- 
son for the Ferguson building fire was 
an explosion. The New York Board of 
Fire Underwriters, which sends _ in- 
spectors to the ruins caused by large 
fires and makes reports if it thinks 
them of sufficient interest, has report- 
ed on three moving picture fires to 
date. The first was the loss of the 
American Vitagraph Company in the 
Morton Building, New York. The sec- 
ond was the Edison picture studio fire, 
noted at length in a recent issue of 
The Eastern Underwriter. The third 
was the report of the Universal Film 
Manufacturing Co. fire of May, 1914. 

The Vitagraph Fire. 

In the Vitagraph fire the blaze start- 
ed on the second floor of the building 
in a room adjoining that occupied by 
the Motion Picture Film Exchange. 
The films were stored in cabinets 
made of wood, each cabinet having a 
capacity of 2,000 films. 

Even after exhaustive investigation, 
however, the cause of the ignition of 
nitro-cellulose motion picture films was 
npt definitely ascertained. The board 
ventured the opinion that the fire “was 
probably due to an electric switch 
located in metal box recessed in wall 
back of the film cabinet, where the 
fire started. A wooden stick 18 inches 
long, extending between the shelves to 
front of the cabinet, had been fastened 
to the switch handle by a copper wire 
to make the switch accessible. This 
was a dangerous makeshift, especially 
in such cases of proximity with such 
hazardous materials.” 

The recommendations of the board 
were that the rules and requirements 
of the National Board of Fire Under- 
writers, governing the storage and 
handling of nitro-cellulose films should 
be rigidly enforced. 

Universa! Company’s Fire. 

The origin of the Universal Film 
Manufacturing Company’s fire was 
given as follows: 

An electric drop light hanging from 
ceiling over an employe’s table used 
for patching films, was struck by his 
shoulder and swung against some metal 
boxes breaking globe and setting fire 
to some films on table. Some windows 
were open which caused a draft in the 
direction of Columbus avenue. The 
partitions which were constructed of 
sheet iron ( large sheets) on 2x4 wood 
studding did not confine or retard the 
fire to any extent as all partitions 
were burned or knocked down by fire- 
men. About a dozen employes were on 
the floor at time of fire and some had 
difficulty in getting out, due to thick 
choking smoke. As nearly as could be 
ascertained most all films were in in- 
dividual metal cases and placed in 
single wall, sheet steel, cabinets, some 





with ventilation slats at top (similar 
to ordinary metal clothes lockers) and 
stored for the night. when these lock- 
ers were finally opened all films in 
boxes were reduced to a few ashes 
showing that the heat from the exterior 


had ignited them. The smoke from 
this fire was very dense and stifling. 
Employes claim there were no films on 
drying drums, otherwise fire would 
have spread still more rapidly. The 
fire from the fourth floor entered the 
two floors above on 101st street side 
through outside unprotected windows. 

The conclusions of the board were 
as follows: 

The process of developing and print- 
ing nitro-cellulose motion picture films 
is unusually hazardous and should be 
isolated in a separate building. If 
permitted in a building with other occu- 
pancies the construction should be fire- 
proof, with standard protection at floor 
openings. The amount of film in pro- 
cess should be limited to a small quan- 
tity in any one room, by sub-dividing 
with numerous fire resisting partitions 
and fire doors. The building should be 
equipped throughout with automatic 
sprinklers. 

The use of portable electric lamps, 
also swinging drops, in occupancies of 
this character are dangerous and lights 
in rooms where films are stored or 
handled should be protected by wire 
guards or vapor proof globes. 

Gorham Dana’s Report. 


Gorham Dana, as manager of the 
Underwriters’ Bureau of New England, 
made a report on the moving picture 
business in Massachusetts sometime 
ago. At that time 50 per cent. of the 
films handled in New England by the 
association exchanges were of the non- 
inflammable kind. These came into use 
in Boston first in 1910. By September 
of that year all the new films _ pur- 
chased were of the non-inflammable 
type. He said: 

“The exchanges are required to re- 
turn to the manufacturers each month 
a number of old films equal to the num- 
ber of new ones purchased, so it is 
estimated that within nine months or 
a year practically all of the celluloid 
films wil have been replaced by non- 
inflammable films, and as these con- 
cerns put out about 90 per cent. of all 
used in New England we may look for 
a material reduction in the hazards of 
this business. A piece of the new film 
was tested by allowing it to remain in 
the rays from the are lamp in an ordi- 
nary moving picture machine, showed 
film to be blistered after five minutes 
exposure, but no fire resulted.” 


INTERVIEW WITH E. J. HAYNES. 


(Continued from Page 13.) 

892, with a net surplus over capital and 
liabilities of $608,033. Its cash capital 
is $500,000. It is regarded as one of the 
best managed companies in business. 

Edgar J. Haynes has been in the in- 
surance business from boyhood. He is 
a self-made man in every sense, having 
started as an office boy for a ‘Wall 
Street brokerage house after leaving 
the Brooklyn public schools. He went 
with the Phenix Insurance Company, 
of Brooklyn, in the agency department 
under Captain J. W. Barley, then gen- 
eral agent of the company. For eleven 
years he was with the Phenix, the lat- 
ter part of his service being as a spe- 
cial agent. Leaving the Phenix Mr. 
Haynes went with the Springfield Fire 
and Marine, in charge of the Hudson 
River district, including Long Island, 
Staten Island and northern New Jer- 
sey. When he assumed charge of the 
district the annual premium income 
from the territory amounted to $67,- 
000; when he left the premiums had 
reached $300,000. His brilliant work in 
the field attracted general attention 
among underwriters. At one time he 
was president of the Underwriters As- 
sociation of the Middle Department. As 
president of the Newark Fire Mr. 
Haynes had intrenched the company 
still deeper in the regard of agents. He 
has surrounded himself with a strong 
staff. 








EWARK FIRE 


INSURANCE CO. 


NEWARK, N. J. 
The Oldest Fire Insurance Company in New Jersey 
INCORPORATED 1811 


Agents Desired at Unrepresented Points 








Florida Fire and Casualty Insurance Company 


Home Office, JACKSONVILLE, FLA. 
$429,188.15 
222,025.63 


ASSETS 
CAPITAL PAID UP... oonos ties eet cone dice 
SOLICITS 


Fire Reinsurance by Treaty or Otherwise 
Fire Risks on Legitimate Surplus Lines Only 


after licensed Companies have been exhausted. 


ENCOURAGE HOME COMPANIES 








First Nationa 


Fire Insurance Company 
Of The United States 
WASHINGTON, - - D.C. 


STATEMENT DECEMBER 31, 1913. 


odin amnen baenuuphie wasn ecos th vsedirabassdinsokieeieeban epee $1,630,979.86 
Liabilities CRE GID sc a ocicedecscncesecvesvesesesesceseseosae 239,429.58 
IE 6.5 bc mbeRcbdveerhosnk set s00s0bc6s0scscseteerecesnuseastsetovese 967.50 
BE CIE nade cé cc cncdcccdccacractiocessccvesescececeescesecetouess 548,582.78 
Surplus te PelicyRelOoss. «2... ccccscccccsccccsccccsscccesevesescce 1,391,550.28 


Responsible Agents wanted in Cities and Towns where Company is not now represented 











18311914 


(FIRE) 
THE Potomac INSURANCE COMPANY 


OF THE DISTRICT OF COLUMBIA 


Agents Wanted in 
Pennsylvania, West Virginia, Ohio 
and Illinois 
Address HOME OFFICE - ~- WASHINGTON, D. C. 














Insurance Company, Ltd. 
ae YORK, ENGLAND 
824 


THE YORKSHIR 


stablishe 
The “YORKSHIRE” is the hme and Strongest Rn the English Fire Companies not here- 
tofore represented in the United States 
FRANK & DuBOIS, U. 8. Managers ERNEST B. BOYD, Underwriting Manager 
oO. E. LANE, Assistant Manager, 80 Maiden Lane, New York 
New York Life Insurance & Trust Co., U. 8. Trustee, 52 Wall Street 
PACIFIC COAST DEPARTMENT, McClure Kelly, Manager, San Francisco, Cal. 
NORTH & SOUTH CAROLINA DEPARTMENT, Harry R. Bush, Manager, Greensboro, N. C. 
SOUTHEASTERN DEPARTMENT, Dargan & Hopkins, Managers, Atlanta, Ga. 
Louisiana & Mississipi Department, JAS. B. ROSS, Manager, New Orleans, La. 











hilden & Hancock 


95 WILLIAM ST. 


NEW YORK 





General Brokerage Business 








...All Branches... 





“PROMPT ATTENTION” 














i 


June 18, 1914. 


THE EASTERN UNDERWRITER 














Casualty and 





ACCIDENT 
COMPANY / 


OF CANADA J 



































TRANSACTS 
Personal Accident, Health and Disability; 
Plate Glass; Automobile; including Property 
Damage & Collision; Elevator, Teams, 
Employers’ Liability, VWWorkmen’s Compensa- 
tion, Public and General Liability Insurance. 
Fidelity and Surety Bonds. 


Head Office for the United States 
57-59 WILLIAM ST.,NEW YoRK 


Western Department: Pacific Department: 
38 SO. LaSALLE STREET 332 PINE STREET 
Chicago, lil. San Francisco, Calif. 

















APPROVE THE EQUITY POLICY 


MARYLAND CASUALTY MEN LOYAL 








General Agents of Company Decide to 
Push New Contract Ener- 
getically. 





Cincinnati, Ohio, June 16. (Special 
to The Eastern Underwriter.)—General 
agents of the Maryland Casualty Com- 
pany from all parts of the country were 
in session at this city, both yesterday 
and today, considering the new equity 
accident and health policies, which the 
Company plans to place upon the 
market on July 1. 

John T. Stone, president of the 
Company, was in attendance, and am- 
plified the information regarding the 
eomtracts previously given the field 
men in pamphlet form. Mr. Stone 
then took up the highly important mat- 
ter of commissons, a schedule, was 
agreed upon, acceptable alike to the 
agents and to the president. 

After every feature of the equity 
policies had been made clear to them 
the Maryland Casualty representatives 
—who constituted the great majority 
of the Company’s accident and health 
insurance business-getters, decided not 
only to push th sale of the contracts, 
but to do it enthusiastically. Tne re- 
sult of such decision should speedily 
be apparent. 





GOES TO FIDELITY & DEPOSIT. 





Entire Risks of Pacific Surety Assumed 
by Wide-Awake Baltimore Com- 
pany. 





Finding the fidelity and surety risks 
of the Pacific Surety Company of San 
Francisco, which it assumed a couple 
of years ago, highly palatable, the Fi- 
delity & Deposit Company of Baltimore 
has now taken over the entire liability 
of the West Coast company, adding 
thereby something like $450,000 to its 
already substantial income. 

Thoroughly wide-awake the manage- 
ment of the Fidelity & Deposit loses 
ho proper opportunity for strengthen- 
ing itself in the field, as its latest coup 
attests. 





Samuel Clark, of the Royal Casualty, 
has been elected a member of the ex- 
ecutive committee of the American 
Association of Accident Underwriters. 











Surety News | 
THE FUTURE OF PLATE GLASS. 


VIEWS OF FIDELITY & CASUALTY. 








Effect of Rate Cutting and Increased 
Cost of Replacement—Agent 
Should Step In. 
In a statement, bearing the caption | 
“Rate Cutting vs. Conservatism,” the 
Fidelity and Casualty Company has the 
following to say regarding plate glass | 
underwriting: 
“Of various factors which combine} 
to-day to cause anxiety for the future) 
of the plate glass business, and tend} 
toward the elimination of a margin of 
profit therefrom, rate cutting and in- 
creased cost of replacement stand out 
most prominently. Throughout a very | 
large territory rates are absolutely de-| 
moralized. Agents are becoming dis-| 
couraged. Companies that are trying to| 
underwrite on a safe and sound basis | 
are besought by their agents from all | 
points to accept business at such 
figures as will enable them to compete | 
with their rate-cutting rivals, but, 
which incidentally spell loss. The 
agent expects the company to help him 
retain the business of clients who are 
frequently purchasers of other lines as 
well, and though the companies are 
willing and anxious to do so as far as 
practicable, they cannot entirely dis- 
regard their obligations to their stock- 
holders. Indeed we do not believe that 
our agents as a class would contend 
that simply because certain so-called 
underwriters of companies of limited 
resources engage in the pastime of 
building up volume without regard to 
selection or rate, we should feel oblig- 
ed to follow suit. 


The Small Companies. 








“Since 1903 numerous small compa- 
nies have been organized and operated 
in limited territories that have ignored 
all sound underwriting principles, and 
their activities have resulted in con- 
tinuous reduction of rates throughout 
the country, so that even now con- 
servative underwriters are compelled 
to accept business at ruinous rates, in 
order to protect their agency connec- 
tions. It takes the maximum of tact 
and diplomacy to convince an agent 
that loyalty to his company demands 
that he maintain adequate rates even 
at the sacrifice of his business and his 
commissions to competitors represent- 
ing cut rate companies. The argument 
that such companies cannot continue 
writing at ridiculous rates and remain 
indefinitely in business is borne out 
by facts. Unfortunately, however, after 


“a disastrous experience such compa- 


nies are able to procure reinsurance 
and not only to secure it in responsible 
companies, but to sell out at favorable 
commission rates. The inconsistency in 
such transactions is that ofte the re- 
insurer assumes in bulk business writ- 
ten at ruinous rates which it prohibit- 
ed its agents from competing for when 
the risks individually were in the mar- 
ket. The only remedy for this condition 
would seem to be an agreement among 
leading companies to decline reinsur- 
ance of such concerns in the hope 
that thereby cut-throat competition 
will be eliminated, and the business 
distributed among such companies as 
stand for sound methods. 

“The problem ‘before the companies 
is a serious one. Ten years ago a 50 
per cent. loss ratio in any State was 
almost unknown. Now it is not un- 
usual for a company to have loss ratios 
running from 50 to 60 per cent. in 
several States. The current premium 
manual is based upon a glazing price 
list that has been discarded since 
March, 1910. At that time the plate 
glass dealers published a new list (the 


(Continued on Page 18.) 











EDWIN WARFIELD, President 


FIDELITY and DEPOSIT COMPANY 


OF MARYLAND 








2 kector Street 








Home Office, BALTIMORE 





New York Surety Office rt sa thei New York Casualty Office 


$11,417,130.00 
See Our Nearest Representative For Your Next Bond or Policy 





84 William Street 














WHAT YOU DESIRE IS COMING TO YOU 





No ‘‘ifs”’ 


NEW ORDINARY 


GET NEXT! 





‘‘ands’’ or ‘‘ buts’”’ the 


GREAT EASTERN ULTRAS 
ACCIDENT AND HEALTH 
INSURANCE CONTRACTS ARE WHAT YOU 
DESIRE AND WHAT YOU CAN SELL 


GREAT EASTERN CASUALTY COMPANY 


55 JOHN ST., NEW YORK 














HOW THE HAZARDS COMPARE 


CLERKS GET THE LOWEST RATES. 





Umpire Rated the Same as Ball Player 
—How Chauffeurs, Policemen 
and Firemen Stand. 


It is interesting to study the stand- 
ard rates for workmen’s compensation 
insurance in this State, just approved 
by the Insurance Department, and note 
the different viewpoint of hazard of 
occupation. Naturally, a top rate 
goes to the fuse manufacturer, 19.44. 
Another occupation, calling for men 
with nerves of steel, painters of steel 
structures and bridges exclusively are 
rated 13.77. The bridge Dbuilder’s rate 
is 12.96. The crane and derrick in- 
stallers pay 13.61. A logging railroad 
pays 19.44. 

The ball player is rated at 4.37. 
Evidently, the Insurance Department 
does not believe the umpires are in 
more danger of injury than the play- 
ers because both have the same rate. 
The billiard ball rate is 20 cents un- 
less there is a bowling alley, when 
ther is a 60 per cent. increase. The 
exclusive billiard hall pays 1.00. 


Barbers, Carpenters, Boat Builders. 

A barber’s rate is 37. No notice is 
taken in the classification of the ton- 
sorial artist’s patron. The bill post- 
er’s rate is 3.24. Cab companies, in- 
cluding all payroll except clerical office 
employes, pay 2.20. A canoe builder 
pays 2.01, but a builder of small yachts, 
sailboats and rowboats pays 2.59. If 
the boat builder’s boats are more than 
40 feet over all he pays 3.89. An in- 
terior trim carpenter pays 1.30; plumb- 
er the same. The rate on policemen 
is 4.37; on a firemen, 14.58. Commer- 


cial chauffeurs have a 2.43 rate. Chauf- 
feurs operating autos of the private 


car type, $15 for each chauffeur. A 
chewing gum manufacturer has a rate 
of 1.30 while a chocolate manufacturer 
has a rate of 81. The hand work cigar 
maker has a .39 rate, while the cigar- 
ette manufacturer has a rate of .49. 
Difference in Teachers. 

The rate on a club house, not athlet- 
ic, country or yacht, is .25. Low water 
mark is struck with clerks and other 
office employes, not in manufacturing 
plants, .05. In manufacturing plants 
the rate is doubled. Here is the way 
the teachers are classified: Those in 
agricultural schools, .12; in domestic 
science, .12; in manual training, .2Z0; 
in military schools, .32; veterinary, 
.32; not otherwise classified, .06. A 
copper smith in the shop has a 1.36 
rate; away from the shop, 6.16. 

A dentist pays .17; a drug manufac- 
turer, .81. Dressmakers and doll manu- 
facturers get the same rate, .36. That 
it is dangerous to work aobut a merry- 
go-round, swing or roller-coaster is 
shown from the rate, 11.34. 


CAN’T AGREE ON COMMISSIONS. 





Compensation Bureau Meeting on Ex- 
pense Loading Ruling—Dissatis- 
faction Over Manual Rates. 





The bureau companies were unable 
to agree about commissions for com- 
pensation business at the meeting held 
in New York this week. Many compa- 
nies argued for a lower rate of com- 
mission in view of the fact that the ~ 
rates are loaded for only 33 1-3 total 
expense. They say it would be impos- 
sibie to pay 17% per cent. on this basis. 

The commission question is at the 
boiling point, and radical developments 
are expected at any time 





In York. Pa., last year there were 
seventy-seven alarms of fire. The total 
loss on buildings and contents was 
$10,000. The insurance loss was 
$8,777. 
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OFFICIALLY APPROVED, 


Interstate Casualty and Guaranty Com- 
pany Examined by New Mexico 
Department. 





Authority to begin business was 
given the Interstate Casualty and Guar- 
anty Company of Albuquerque, by the 
New Mexico. Insurance Department 
after its affairs had been thoroughly 
gone over by the official examiners a 
short time ago. 

The examination, as of June 2, 
credits the Company with total assets 
of $197,841, and a policyholders sur- 
Plus of $162,639. 

Much of the organization work of 
the Interstate Casualty has been per- 
formed by J. A. Blainey, secretary and 
general manager of the Company, aid- 
ed effectively by his associate ofticers 
and the campaign will be continued 
until. the goal of $250,000 capital is 
reached. For the present the activi- 
ties of the Company will be confined 
to personal accident and health insur- 
ance; later automobile, burglary and 
perhaps general liability lines will be 
taken up, surety and fidelity bonds be- 
ing added when the $250,000 cay ital is 
raised. 

The Interstate Casualty is fortunate 
in having a home office staff composed 
of men who have already won their 
spurs in the insurance field, and hence 
are well qualified to direct the policy 
of the Company. The force is com- 
posed of Mr. Blainey, Harry L Dix, 
Jr., who has seen service with the U. 
S. Health & Accident, the Equitable 
Casualty of Atlanta and was for some 
time with Messrs. Buttolph and Spring 
as actuary and examiner, is in charge 
of the accounting department. Olin 
M. Stanton, whose experience has been 
gained with the Standard, the Equit- 
able, the Western Indemnity and the 
Southwestern Surety, will be in charge 
of the accident and health department 


and the outside field work. J. E. Cos- 
grove, formerly of Augusta, will act as 
supervisor of the agency department 
and will, later on, have charge of the 
adjusting department, the laiter line 
being his particular forte. Two spe- 
cial agents have arranged to join the 
Company, as soon as new territory is 
opened. 


The officers of the corporation are: 


A. B. Renehan, president; O. N. Mar- 
ron, vice-president and general man- 
ager; James A. Blainey, secretary and 
general manager; J. B. Herndon, treas- 
urer; Dr. L. G. Rice, medical director. 


Mr. Blainey is known throughout the 
entire South as a progressive and 
aggressive casualty underwriter. 


DEPOSITORY BOND LOSSES. 

The New York Insurance Depart- 
ment has issued a cali to all surety 
companies for details as to their in- 
terest in depository bonds covering on 





public funds in the closed Lorimer 
banks in Chicago. This action was 
taken because the reported losses in 
these banks are quite serious in pro- 
portion to some of the smaller com- 
panies. Surety underwriters in this 


much concerned over the 
waiting 


city are very 
situation at Chicago and are 


eagerly for some official word which 
will indicate what percentage of sal- 
vage may be expected. 


MUTUAL EXPENSE LOADING. 


The total margin of expense allowed 
to mutual companies under the work- 
men’s compensation act in New York 
State is 23 1-2 per cent. of the total 
premium. The difference in the limita- 
tion between the stock and the mutual 
companies is accounted for by the fact 
that the mutual companies will be re- 
cuired to set aside a reserve of 10 
per cent. for the purpose of covering 
the catastrophe hazard. 


Harris. of the 
York. 


Vice-President W. H 
Fidelity & Deposit is in New 


TRAVELERS’ APPOINTMENTS. 


Harvey A. Needham, special agent, 
Providence, R. I., has been promoted to 
the position of manager, life and acci- 
dent department of the Providence 
branch office of The Travelers. A. J. 
Farnsworth, special agent, Newark, has 
ben sent to Newark. W. S. Warner, 
special agent, Cleveland, kas been pro- 
moted to Kansas City. Winthrop C. 
Bailey, of Cleveland, has been appointed 
sent to Cleveland. James B. Docharty, 
Jr., of Brooklyn, N. Y., has been ap- 
pointed special agent in Brooklyn. Lew 
J. Whitcomb, of Grand Rapids, Mich., 
has been appointed special agent in 
Grand Rapids. Edward P. Dickson, Jr., 
of St. Louis, Mo., has been appointed 
special agent in St. Louis. Enoch J. 
Brand, of Chicago, has been appointed 
special agent in Pittsburgh. 





LOOKING UP BONDSMEN. 

Once recovery be had from all banks 
in which former Ohio State treasurers 
carried illegal deposits, attention, it is 
said, will be directed to the bonds- 
men of record, and the latter asked 
to make good such shortage if any, 
as exists after final accounting be had 
from the banks. 





THE FUTURE OF PLATE GLASS. 
(Continued from page 17.) 


first in twenty-five years) with new dis- 
counts, the net result of which was a 
47 per cent. increase in cost of re- 
placements. Had the same co-operation 
obtained among the companies as 
among the manufacturers the result 
would have been the promulgation of 
a new manual with a commensurate 
increase in premiums. Instead of doing 
this, however, the newcomers in the 
business continued hammering the ex- 
isting rates downward. In May, 1914, 
the dealers issued another revised list 
that in some brackets increased the 
price of glass 15 per cent., and yet we 
are as far to-day from convincing these 
radicals of the value of co-operation as 
we were in 1903 or 1910. 


Demoralization. 


“Here is an example of the way in 
which this demoralization develops. We 
know that in order to secure a work- 
ing margin of profit our loss ratio 
should not exceed 40 per cent. Take, 
then a State in which the company 
year after year on a volume of $10,090 
sustains a loss ratio of 45 per cent., 
and that on a rate of manual plus 26 
per cent. Enters a company wholly 
inexperienced and establishes a _ rate 
of manual less 25 per cent.; thereupon 
another company, already’ entered, 
which may have a small volume and 
therefore, little to lose, meets the com- 
petition of the newcomer. This sec- 
ond company, having a better organiz- 
ed agency force, becomes more of a 
factor than rate-cutter No. 1. Almost 
immediately the local agents of Com- 
pany No. 3 cry out for a like conces- 
sion, backed by the demands of its gen- 
eral agent, who claims that refusal to 
meet competition on plate glass rates 
means disintegration of its agency 
force, because local agents will seek 
cempanies which allow them to cut 
rates and thereby protect their other 
lines. The result is that Company No. 
3, with its $4,000 or $5,000 of volume, 
follows suit. Thus does rate demorali- 
zation begin. Multiply this experience 
in one State by twenty-seven, and you 
have the problem to be solved. There 
is only one solution—the formation of 
local associations where permitted. 


Appeal to Agents. 


“The influential agent of recognized 
standing is the medium through whom 
order can be brought out of chaos. He 
should exert every possible influence in 
a city or town to bring about that con- 
dition, which the home offices have 
failed to establish. In doing such work 
he would be fulfilling the highest func- 
tions of the agent.” 





SOME COMPENSATION FIGURES. 





Compared With New Jersey and Mass. 
State Employers Will Pay 
Dearly. 





A comparison of the newly issued 
compensation rates for New York with 
those in force under similar conditions 
in Massachusetts and New Jersey bears 
out the complaint of some State em- 
ployers, that the tariffs seem high, 
though whether they will prove so in 
actual operation, of course, experience 
alone will determine. 

It must be borne in mind, however, 
that the charges now imposed may 
be reduced very materially through 
the improvement of properties by the 
introduction of safety appliances and 
the rigid enforcement of rules that 
will tend to the elimination of accidents 
to employes. In other words, the care- 
ful employer will have a distinct ad- 
vantage in rate, over his negligent 
competitor, a condition that is in ac- 
cord with public policy. 

Some Examples. 

An idea as to the relative charges 
imposed for indemnity by the States 
above named may be inferred from the 
following comparisons, the figures given 
in each case being those of New York, 
Massachusetts and New Jersey re- 
spectively. 

Alcohol and acetic acid, $2.43, .75, 
.98. Asphalt layers, $3.24, $1.50, $1.61. 
Automatic sprinkler manufacturers, 
$1.30, .60, .80; Automobile, carriage 
and wagon, body manufacturers, $2.91, 
.65, $1.20. Baby carriage manufactur- 
ers, $1.07, .50, .66. Bakers, $1.72, .60, 
86. Bark mills, $5.99, $2.50, $3.75, 
Basket manufacturers, $3.89, $2.00, 
$2.70. Blast furnaces, erection, $11.34, 
$5.63, $7.76. Building, shoring, raising, 
etc., $11.34, $7.50, $9.30. Candy manu- 
facturers, $1.46, -.75, $1.03. Car manu- 
facturers, (no steel), $5.18, $1.75, $2.70. 
Car wheel manufacturers, $6.48, $2.70, 
$3.62. Carpenters (shop only) $2.01, 
$1.50, $1.50. Cast iron pipe manufac- 
turers, $4.86, 1.50, $2.81. Cellar excava- 
tions, $8.10, $3.38, $4.02. Decorators, 
$5.92, $2.63, $3.16. 
tion, $4.54, $1.88, 


$2.30. Excelsior 





WRITES HARTFORD AGENTS. 





Statement Made by Norman R. Mora ay, 
Manager of Hartford Accident 
and Indemnity. 





Norman R. Moray, manager of the 
Hartford Accident and Indemnity Com- 
pany, has made a statement to agents 
of the-Hartford Fire Insurance Com- 
pany, reading in part as follows: 

“The Hartford Accident and Indem. 
nity Company will welcome any and all 
inquiries from the special agents of the 
Hartford Fire Insurance Company on 
any matter of casualty underwriting, 
and would like to hear from the local 
agents of the Hartford Fire Insurance 
Company regarding agency representa- 
tion. All matters of representation 
that can be arranged by correspondence 
will ‘be taken care of without delay, and 
where a personal visit of a home office 
representative seems necessary, we will 
make arrangements for such visit. 

“The general policy of the new Com- 
pany will be the same as that of the 
‘Old Hartford,’ R. M. Bissell being the 
president of both companies. It will do 
business on a scale broad-guaged and 
liberal, and at the same time conserva. 
tive and solid. Neither effort nor money 
will be spared in the establishment of 
an efficient organization for the handling 
of claims and the making of inspec. 
tions. 





manufacturers, $5.99, $2.50, $3.25. Fibre | 


$3.24, 
$4.86, $1.85, 


$1.00, 
$2.10. 


manufacturers, 
Plaster mills, 


$2.40. | 


The Employers’ Liability 
Assurance Corporation, Limited 


The original and leading Liability 
Insurance Company in the World 


LIABILITY, STEAM BOILER, ACCIDENT, 
HEALTH, FIDELITY 
AND BURGLARY INSURANCE 


United States Branch 


Engineers, installa- SAMUEL APPLETON, United States Manager 


Employers’ Liabitity Building, 
33 Broad Street, Boston, Mass. 


ACENTS WANTED 





and Theft Insurance; Plate 
(Personal Injury 
Collision), Physicians’, Drugg: wners’ 

Steam-Boiler Insurance; Fiy- iy Wheel Insurance. 


The Fidelity and Casualty Company of New York 
92 Liberty Street, New York, N. Y. 


ore ais eo aca met at eee a $11,063,356.70 
SD iu 6 weqedenabdbbiad 8,055, 163.65 
EE One eee: Pert 1,000,000.00 
Surplus over all Liabilities... .. 2,008, 193.05 
Losses paid to December 31,1913 44,841,703.50 


THIS COMPANY ISSUES CONTRACTS AS FOLLOWS: 
Fidelity Bonds; Surety Bonds; Accident, Health and Disability Insurance; Bur; 
Glass Insurance; Liability Insu 
speneety | Damage), Automobile "een Injury, P. 
and Landlords’, 


’, Elevator, Workmen’s Compensation— 








Prudential Sasualty On. 


HOME OFFICE 
INDIANAPOLIS 








Strictly a Casualty. Company 








AND INDUSTRIAL 





LINES WRITTEN 


AUTOMOBILE - LIABILITY - PROPERTY DAMAGE - COLLISION 

EMPLOYERS LIABILITY - - PUBLIC - - TEAMS - - - ELEVATOR 

WORKMEN ’S COLLECTIVE - - - - WORKMEN’S COMPENSATION 

GENERAL LIABILITY - PHYSICIAN’S LIABILITY - COMMERCIAL 

ACCIDENT AND HEALTH - - - - BURGLARY 
PLATE GLASS 
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When we put on a new 

Personality man to sell accident and 

of the health insurance we 

Producer find that the very first 

idea many of them have 
is that if they can only distribute cir- 
culars enough, and hire an office, busi- 
ness is bound to come their way. They 
jose sight of the fact that writing ac- 
cident and health insurance is a busi- 
ness that depends on the personal ele- 
ment. Circulars and literature help 
out but little, and in fact the very best 
agencies are not circular distributing 
depots, ‘but are those that personally 
canvass for business, says the Bulletin, 
published by the Massachusetts Acci- 
dent Company. Continuing the Com- 
pany says: 

This was particularly brought to 
our attention the other day by a 
letter we received from one of our 
men who has tried out many ideas 
about getting business. In his let- 
ter he wrote “A personal canvass 
is the only way to get business, 
and the sooner an agent gets this 
into his cranium, the sooner he 
will be on the road to success in 
the insurance business.” 

No truer words were ever spok- 
en. An agent has got to get down 
to work; see the people, make them 
prospects, and then land them, 
without depending upon letters, 
circulars, or any other of the 
various so-called labor-saving 
methods of getting business. The 
personal touch is not only needed 
in producing business, but in hold- 
ing it. It is wise to always keep 
in personal touch with your policy- 
holders when possible, as your 
friendliness will keep them on your 
list and give you a recommenda- 
tion to their friends so that you 
can secure more business. 

> s > 
It’s human nature to hunt 

Easy to for an excuse when things 

Find aren’t going just to suit. 
Excuses The ball player does it 

when he can’t make a hit. 
The small boy has a reason for lack 
for his fall from grace. The salesman 
blames the weather or business con- 
ditions for his failure to close an order. 
The financier blames politics when a 
deal falls through. The insurance 
Man can find as many excuses as there 
are failures to sign contracts. If he 
used as much imagination in trying 
to think up new schemes for getting 
business as he does for attributing his 
lack of success in having applications 
signed he would be a wonder. 

The Standard Accident Company of 
Detroit thinks that the principal trouble 
with a great many men who take up 
insurance work for a business (our 
particular line is not alone in that re- 
spect), is that they expect to get big 
returns for little effort. If they fail to 
collect according to their expectations, 
they hunt for an excuse rather than 
the reason and consider it is the fault 
of the business rather than themselves. 

One thing is certain, work is requir- 
ed of the salesman of accident and 
health insurance; but we know of no 
other line of business where real earn- 
est conscientious work will yield bet- 
ter returns or where the rewards for 
Consistent effort are any more gratify- 
ing to the man who is out to make his 
Work a success. 

+. o * 


Carelessness in hand- 

Careless ling applications is by 
Handling of no means confined to 
Applications the new or _ incom- 
petent field men. 

Sometimes the most experienced pro- 
ducer is guilty of faults which he 
should avoid. The Federal Casualty 
Company has recently called the atten- 
tion of its field men to the necessity 
of using more care. One will custom- 


Special Talks With Local Agents 

















arily omit filling in the salary of the 
applicant, the age, weight, height, color, 
beneficiary or some other equally es- 
sential feature, expecting the under- 
writing department to resort to second | 
sight in considering, and becoming | 
quite offended if criticism or suggestion 
is offered. Another in completing will 
make a slovenly disgrace of an “app,” 
leaving with the company who have 
never seen him “a mental picture of 
a careless quid masticator adorned with 
shrubbery whiskers.” The man spe- 
cializing in slovenly and illegible ap- 
plications may be and frequently is a 
very capable sort of a fellow in many 
ways—an aggressive business getter, 
an able manager and a source of some 
pride and respect to everyone except 
those who are obliged as a maiter o1 
duty to decipher the cabalistic char- 
acters which are substituted for 'egible 
handwriting—not because this «agent 
eannot write and write legibly, but be- 
cause he is too careless to make the 
attempt. This is neither fair nor ordi- 
nary courtesy. 








WHY FALL WAS CHOSEN. 





International Association Wanted New) 
York Compensation Law Situa- 
tion to Be Cleared Up. | 





In discussing the forthcoming con-| 
vention of the International Associa-, 
tion of Casualty and Surety Underwrit- 
ers, to be held at White Sulphur| 
Springs, W. Va., on September 22-25,) 
Secretary F. Robertson Jones said this | 
week: 

The question of the time of the | 
convention was given very careful | 
consideration. It was thought ad- | 

visable not to hold it in June, July 
or August, owing to the fact that 
a majority of our membership will 
ibe very seriously occupied in adapt- 
ing themselves to the new condi- 
tions in the State of New York 
brought about by the enactment of 
the Workmen’s Compensation Dill, 
effective as between employers and 
employes, July ist, 1914. 

‘Furthermore, the first two weeks 
in September will not be open ow- 
ing to the fact that representatives 
from our membership will undoubt- 
edly want to attend the convention 
of the Detroit conference at At- 
lantié City, September 9th, and the 
National Convention of Insurance 
Commissioners at Asheville, Sep- 
tember 15th. 

Arrangements have been made 
for a joint dinner and one joint 
meeting of our association and that 
of the agents. The fact that two 
conventions will be meeting at the 
same time and place, and that 
there will be a joint dinner and a 
joint meeting should be productive 
of good results. There are a num- 
ber of questions of mutual impor- 
tance that can be discussed and 
an opportunity will be afforded for 
a closer personal contact and for 
a better mutual understanding as 
between managers and representa- 
tives in the field. In fact, one of 
the most important purposes had 
in mind in formulating these plans 
was the possibility of establishing 
between managers and agents even 
more cordial relations than now 
exist and a better mutual under- 
standing of important pending 
problems. 





BROOKLYN GENERAL AGENCY. 


De Mott and O’Brien, a newly creat- 
ed firm, has been given the general 
agency of the General Accident of 
Scotland, for Brooklyn and Long Island. 
Both members of the firm have had 
valuable experience in their present 
territory and are unusually popular 





with the underwriting fraternity of 
Brooklyn and vicinity. 





Georgia Casualty Company 
MACON, GEORGIA 


Ww. E. SMALL President 
A STRONG CASUALTY COMPANY Senpies and Reserves over $800,000 


Writes the Following Forms of Casualty Insurance 
ACCIDENT PLATE GLASS HEALTH LIABILITY 
AUTOMOBILE BURGLARY ELEVATOR TEAMS 


Agents Wanted in Undeveloped Territory 


Apply PETER EPES, Acency Manager, Home Office 








NCREASIN | nes : re a 
INCREASING ITS CAPITAL | GEORGE J. KUEBLER | 
Attorney - at - Law 
EXPERT LEGAL COUNSEL ON 
INSURANCE MATTERS 
Briefs of the Law in any State 





New Amsterdam Casualty Company To) 
Issue $100,000 of New Capital 
at a Premium. 





Stockholders of the New Amsterdam 
Casualty Company of New York, will 


n the 28th inst ider the i | — RA — 

c e nst., consider the issuance 

of $100,000 of additional stock. It is in- — a 
a Spec 


tended to sell the new shares at twice eee NS: a 
par, the $100,000 premium being added -: + References on Application ~-:- 


to net surplus, thereby making the 
sNews ego onde ate 7028, Lae Sap 
authorized capital $500,000. a P and 6 


mm NEW ENGLAND 
K CASUALTY CO. 


Incorporated under Massachusetts Laws 
Fidelity and Surety Bonds, Burglary and 
Theft, Accident and Health Insurance 

Liability and Automobile Property Damage 
Excellent territory open to reliable representatives 


HOME OFFICE 
4 Liberty Square, Boston, Mass. 


GENERAL ACCIDENT 


FIRE and LIFE 


Assurance Corporation, Limited 


55 John Street, New York 
The Very Best Policies at Reasonable Prices, With Large Assets Behind Them 


ACCIDENT— HEALTH— LIABILITY 


Automobile— Elevator —-Teams— Burglary -Workmen’s 
ss $3 Compensation—Etc., Etc. 4 23 


C. NORIE-MILLER, United States Manager 
Metropolitan Department, 111 William Street, New York 
New England Department, 18 Post Office Square, Boston, Mass. 








































THE 


METROPOLITAN CASUALTY 


INSURANCE CO. OF NEW YORK 
(Formerly The Metropolitan Plate Glass and Casualty Insuranee Co.) 
Home Office, 47 CEDAR STREET 
Chartered 1874 


KATE stt“ttciwmr POLICIES 
OF THE MOST APPROVED FORMS 
EUGENE H. W ow, Pr " 


DANIEL D, WHITNEY, Vice-Pres. 8. WM. BURTON, Sec. ALONZO G. BROOKS, Ass’t Sec. 
RELIABLE AND ENERGETIC AGENTS WANTED 


ca 











THE SIGN OF GOOD CASUALTY INSURANCE 
HEAD OFFICE F. J. WALTERS 





CHICAGO Resident Manager 
55 JOHN STREET 
F. W. “LAWSON New York 
General Manager 
Liability, Accident, rey 
Burglary, Boiler and Resident M = 
Credit Insurance Established 1869. New England 


London Guarantee & Accident Co., Ltd. 


OF LONDON. ENGLAND 
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GOOD SERVICE 


lis the f »undation upon which to erect a successtul business. 
Brief, liberal, clearly expressed policies, with guaranteed 


low cost, are serviceable alike to policy holders and agents. 


Specimens of Life, Accident or Health policies cheer- 
fully furnished. 


Pan-American Life Insurance Company 


New Orleans, Louisiana 
C. H. ELLIS, President 





Total Insurance in force December 31st, 1913 
Total Resources December 3i1st, 1913 





For Agencies Address 
The Columbian National Life Insurance Company 
| BOSTON, MASS. ) 


ARTHUR E. CHILDS, President 
WM. C. JOHNSON, Vice-Pres. and Gen’! Mgr. 


We have a few attractive openings for the right men, offering opportunity 
for the development of lucrative agencies and future advancement with 
our Company. For full particulars, Address: 


E. G. SIMMONS, Vice-President and Agency Manager 


Whitney Central Building 
New Orleans, Louisiana 











PURELY MUTUAL THE CHARTERED 1857 


Northwestern Mutual Life Insurance Co. 
MILWAUKEE, WISCONSIN 


THE FRANKLIN LIFE GLO. C. MARKHAM, President 
INSURANCE COMPANY INSURANCE IN FORCE, $1,304,385,035 


Is Steady Sure Solid ‘| Satisfied Policyholders to the number of 13,073 (out of 45,862 per- 
sons applying) purchased additional insurance in 1913. 
GOOD TERRITORY FOR RELIABLE MEN 


Northwestern Policies are easiest to sell and stay longest in force. 
IN THE 


Agents Protected by enforced No-Brokerage and Anti-Rebate Rules. 
GREAT MISSISSIPPI VALLEY 


It Will Pay You to Investigate 
Contracts direct with the Company 


THE PROGRESS 











Income Insurance Before Selecting Your Company 


Large ‘‘ Dividends” 


Write to Lew Cost 


H. F. NORRIS 
Superintendent of Agencies Service Policy 
Milwaukee, Wisconsin 


SURPLUS LINES 


GUARANTEED UNDERWRITERS—LONDON LLOYDS 
Licensed in I]linois 
Capacity, $100,000 Single Risk 
Immediate Binders 
10 per cent Commission to Brokers 


MARSH & McLENNAN 


INSURANCE EXCHANGE 
CHICAGO, ILL. 


Minneapolis 


Corporation Insurance 
Partnership Insurance 














Address, Home Office, Springfield, III. 























INSURANCE COMPANY OF NORTH AMERICA 


PHILADELPHIA, PA. 
MARINE 


AND INLAND TRANS- 
PORTATION, MOTOR 
BOAT, TOURIST 
FLOATER,AUTO- 
MOBILE FLOATER, 
PARCEL POST 


> LOSSES PAID SINCE 


_-—"4 ORGANIZATION 
$164,800,757. 


AND TORNADO 
RENT, LEASE, USE 
AND OCCUPANCY 


CAPITAL - $4,000,000 SP; 
ASSETS - $17,938,784 
LIABILITIES - $9,193,374 


NET - SURPLUS $4,745,410. 
SURPLUS TO POLICY HOLDERS $8,745,410. 


EUGENE L. ELLISON President 
BENJAMIN RUSH, Vice-President T. HOWARD WRIGHT, Sec’y and Treas. 
JOHN O.PLATT, 2nd Vice-President SHELDON CATLIN, Ass’t. Secretary 
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San Francisco Losses 
Amounting to $4,522,905.00 
paid PROMPTLY IN CASH 
WITHOUT DISCOUNT, from 
funds largely supplied by hzad 


Over $137,000,000.00 


Losses Paid in the United States | 


office in Liverpool 


U. $. Cash Assets, Dec. 31, 1913 $14,261,648.20 
Surplus, - 4,629,018.15 
Losses Paid by Chicago Fire, 1871  3,239,491.00 
Losses Paid by Boston Fire, 1872  1,427,290.00 
Losses Paid by Baltimore Fire,1904  1,051,543.00 


am” Globe 
Insurance Co. 


CIMICED 


HENRY W. EATON, MANAGER 


G. W. HOYT, DEPUTY MANAGER 


J. B. KREMER, ASST. DEPUTY MANAGER 
T. A. WEED, AGENCY SUPERINTENDENT 


NEw YORK OFFICE 
80 William St. 











